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for better business 


Here’s a simple formula, that, if earnestly applied, 
will help your business to show a better profit in the 
months ahead. 


“Keep your stocks complete, clean and salable. Antici- 
pate your customers’ requirements conservatively. 
And concentrate your purchases wherever possible.” 


NATIONAL can help you follow these rules. Here 
you find no disposition to overstock and expert ad- 
vice in the selection of quick turning lines. Each ar- 
ticle we make is packed complete in an individual 
container and all goods are shipped direct the same day 
order is received. NATIONAL service as well as NA- 
TIONAL quality is of the highest standard. 


We make a complete line of garage and builders’ hard- 
ware and can meet your every requirement in these 
lines. The set illustrated is our No. 801 Garage Door 
Set—a good seller to all who prefer to swing their 
doors on hinges. 


If you haven’t a copy of our catalog, write for one. 


Remember 


when you buy from NATIONAL you 
buy direct at a saving and sell at in- 
creased profit. 


NATIONAL MFG. CO. 


STERLING, ILL. 
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Al Formula 








This set may be used for 
either brick or wood 
construction, Cut on 
right shows hinge used 
as a full surface hinge. 
Cut on left shows hinge 
reversed and mortised 
into jamb for brick con- 
struction. 
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8 = =Get Ready to Fill the Demand for 
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The Peoples Hardware Co., Gary, Ind., is Proving 
the Possibilities of This Line of Fast 
Moving Summer Merchandise 


6¢ EF we’re going out to spend the 
i] week end with the Smiths, I’ve 
simply got to get a respectable 
bathing suit,” declared young Mrs. 
Firstyear, as she handed Mr. First- 
year his coffee one morning. “My 
last year’s suit,” she added, “is all 
full of moth holes.” 

“What do you mean by ‘respectable 
bathing suit’,” inquired Mr. First- 
year. , ° 

“Now don’t get funny,” admon- 
ished his wife, “you know perfectly 
well what I mean. I’ve got to have 
some money to get a new bathing 
suit.” 

“All right, my dear, you shall have 
it,” Mr. Firstyear replied, “but do 
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be sensible and don’t get some old 
maidish outfit just to humor some 
whim of respectability. 

“There is nothing,” he continued, 
in a mock stilted tone of voice, “that 
can make or unmake a woman as 
much as a bathing suit. I have seen 
quite a number of things since I 
came into this world, but there is 
nothing that I have ever seen that 
has ever appealed to me with the 
same degree of irresistible attrac- 
tion as the graceful figure of a wo- 
man, neatly and colorfully clad, in 
the modern style bathing suit—” 

“For a comparative newlywed,” 
interrupted Mrs. Firstyear, “your 
conversation is not particularly flat- 





tering to your wife. But never 
mind,” she went on, “I’ll go on down- 
town ,with you and do my shopping 
early.” 

She left the room to get her hat 
and purse and a few minutes later 
they left the house. 

“Let’s go over to the Peoples 
Hardware Co.,” he said after they 
had taken their seats in the car. “Ray 
Poore ought to have some sort of a 
bathing suit display in about now. I 
heard him say he was going to put 
one in a short time ago.” 

“All right,” his wife replied, “I 
don’t mind, we may see something 
worth while, and it’s right on our 
way anyhow.” 























This window display of the Peoples Hardware Co. was trimmed by Ray Poore and is in keeping with his former efforts in 


that it is both unusual and sales-producing. 
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The two panels in the background were painted by Mr. Poore 
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At the Peoples Hardware (Co., 
which is regarded as one of the best 
stores at Gary, Ind., the Firstyears 
paused to inspect a window display 
in which bathing suits, caps, shoes, 
camp chairs, beach phonographs and 
sand pails were displayed against a 
background of two colored striped 
crepe paper. A border of decorative 
crepe paper across the top of the dis- 
play lent a light and artistic touch. 
The floor of the window was covered 
with brown wrapping paper and the 
fixtures consisted of two hand paint- 
ed bathing girls, in the background, 
ladies’ bust forms and a central 
bright fixture panel. 

“Gosh, that’s a corking good dis- 
play,” exclaimed Firstyear. “Get a 
suit like that girl in that picture 
there on the left side.” 

“Silly,” said Mrs. Firstyear, “those 
suits on some of those forms are 
much more attractive. You never 
can tell what a woman’s clothes will 
look like until you see them on, can 
you?” 

“Well, clothes don’t make the wo- 
man, my dear,” he remarked. 

“Oh, don’t they?” said his wife. 

A few minutes later in the Peo- 
ples Hardware Co., while Mrs. First- 
year was purchasing a bathing suit, 
cap, shoes and other necessary arti- 
cles, her “lord and master” had al- 
ready made several purchases, which 
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included a bathing suit for himself, 
a new tennis racket, some tennis 
balls, a golf cap and a pair of sport 
shoes. 

“It was that darn window display,” 
he explained to his wife afterward. 
“It sort of stirred me up and made 
me feel that I wanted to buy every- 
thing I saw in the place.” 

“It wasn’t the window display at 
all,” said his wife, contradicting him, 
“it was your extravagance and the 
salesmen.” 

But the Firstyears were not the 
only people in and around Gary who 
were influenced to purchase bathing 
suits as a result of Ray Poore’s dis- 
play in the Window of the Peoples 
Hardware Co. 

When they went out to the Smith’s 
summer cottage on the shores of 
Lake Michigan the conversation on 
the first evening shifted around to 
apparel and stores and bathing suits. 


A Business Getting Display 


“Have you seen that bathing suit 
window that Ray Poore has in now?” 
Smith asked Firstyear as they sat 
on the porch that first evening. 

“IT sure have,” replied Firstyear, 
“and what is more my wife saw it 
too.” 

“Yes, but your wife didn’t buy ten- 
nis balls and golf caps and a hundred 





The Business Situation and 


HERE is much unthinking talk 
afloat at present about the great 
improvement which may be expected 
in business because of many favor- 
able indications—such as the con- 
tinued advance in the stock market, 
the increase in building, and the ap- 
parently general belief that prices on 
the whole have reached bottom, and 
that higher figures may be expected. 
There is nothing in the economic 
outlook at present to warrant any 
sustained advance in the stock mar- 
ket at the quotations now prevailing. 
There is an ancient proverb that 
“surely the net is spread in vain in 
the sight of the bird,” but there is a 
more modern one that, “one is born 
every minute.” There is always a 
mid-summer dullness in stocks and in 
business, and any one who imagines 
that it is the public and not the spec- 
ulators who are boosting stocks now, 
has another think coming to him. 
Barring the unexpected, there is 
sure to be much building during 
the summer. But it will be local 
and spotted, and will prevail far more 
in the great and little cities than in 


By A. W. DOUGLASS 
the small towns and on the country- 
side. It is the most hopeful sign of 
all for the hardware dealer, since it 
draws upon him for so’many kinds 
of goods. It is also a warning to 
him to provide at least a fair stock 
of these same goods in advance, not 
alone builders’ and shelf hardware, 
but household things, such as refrig- 
erators, step ladders, kitchen uten- 
sils, cook stoves, washing machines 
and the like. Any talk about a gen- 
eral advance in prices is most mis- 
leading. For each line must be 
judged solely on its merits. Some 
lines have liquidated and are safe 
purchasers for wants in the near fu- 
ture. Other lines have not and should 
be bought more sparingly. 
Economists and manufacturers 
can talk all they please, but there 
will be no general and enduring pros- 
perity in this country until there is 
a more reasonable proportion be- 
tween the goods the farmer buys and 
the farm commodities he sells. That 
process, fortunately, is in progress, 
but is not yet complete, and will not 
be for some months. The dealer 
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and one other things just because she 
looked at a window display of bath- 
ing suits,” derided Mrs. Firstyear. 

“Gosh, did you go in and buy a lot 
of stuff there too?” asked Smith. 

“Yes,” answered Firstyear. “We 
were down the other morning and I 
picked up a few things that I’ve need- 
ed for a long time.” 

“You didn’t pick up anything,” in- 
terrupted his wife, “the salesman 
picked up everything and handed it 
to you and you didn’t have gumption 
enough to hand it back again.” 

“They’ve got some good salesmen 
down there all right,” said Smith. 
“But you don’t ever regret buying 
anything down there. They only sell 
you the things that you can always 
use, and they do it in such a nice way 
that you feel you’d be missing a good 
buy if you didn’t take advantage of 
the offer and take the thing away 
with you.” 

‘What helps them more than any- 
thing else though,” said Mrs. Smith, 
“is the way they have their goods 
displayed. Everything is clean and 
orderly and attractively arranged, 
and all you have to do when you go 
in is to help yourself to nearly any- 
thing that you want.” 

“Yes,” added Firstyear, “but it 
takes salesmanship to make you want 
more than you did when you went 
into the store.” 


Its Needs 


must accordingly judge from his own 
knowledge as to the lines he can 
expect to sell liberally to the con- 
sumer, for the latter is standing pat 
on the policy of not buying anything 
at war prices, nor where an advance 
is asked which seems to him un- 
reasonable. Nevertheless it does not 
pay the dealer to be out of goods, 
nor to have broken assortments, for 
the problem of all business to-day 
is to get enough volume to keep down 
the expense account to a reasonable 
relation to sales. 

There are some lines which are in 
good demand, and should be pushed 
—hbuilders’ hardware, shelf hard- 
ware, housefurnishing goods, out- 
door sporting goods, automobile ac- 
cessories, electrical fixtures, season- 
able goods. The demand for these 
goods and for goods in general will 
gradually grow better as spring 
wanes and early summer comes on. 
Now is the time to make the most 
of the gradual, though steady im- 
provement in business, which is 
likely to continue until the usual 
summer dullness sets in. 
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Six Builders’ Hardware Turnovers a Year 





Kraemer & Duehring, Inc., Washington, D. C.. Tell How 
This Was Done With a $12,000 Stock 


building is being done all over 

the United States, hardware men 
are naturally interested in what their 
fellow merchants are doing in the 
builders’ hardware line. The demand 
for builders’ hardware is very active, 
especially in the eastern states, where 
the housing situation is still a serious 
problem. 

Some idea of the extent of the de- 
mand for builders’ hardware may 
perhaps be formed by stating that 
Kraemer & Duehring, Inc., 1532 
Fourteenth Street, N. W., Washing- 
ton, D. C., which turned over a $12,- 
000 stock of builders’ hardware six 
times in 1921, expects to increase 
that turnover twice as many times 
this year if the demand during the 


iz view of the fact that so much 


next six months 
tionately as act 
since January. 


continues 


propor- 
ive as it 


has been 


Puiide rs’ hardware’s everywhere, 
From foyer hall to sink, 

Down in the cellar and up the stair. 
Wherever you think. 

The key and the latch and the win- 


dow catch, 


1. 
LOOK OT 


A nd the knob o7 the cupboard door 
If ever they break you'll find their 
match 
On the shelf of the hardware store 
C. D. 


Carl A. Duehring, president of the 
firm, in discussing with a HARDWARE 
AGE reporter recently the methods 
employed by his company to increase 


be loaded or unloaded, if their carry 


usiness, mentioned an odd 


; ; 
teresting local eondition as 
-i & shies ‘7 ai . aXae s Ge 


the main reasons why his firm has 


been able to increase its turnove 


Ad r I 
hry! ? ‘ y ac woll + 
builders’ hardware as well as he 
ther lines it carries. 
Most merchants try to establist 
themselves on the busiest streets iz 


the towns or cities where they are 


1 


located. The streets that are the 
busiest are regarded generally as the 


“ =. 1! c — y trr 
most desirable for business purposes. 


The larger the city, h 





more congested traffic | the 
; smal sree ta sslat 
principal thoroughfares. Regulations 


- #8. 240 } — af — Se 
prohibiting the parking of vehicles 
become more strict and the natural 


result is that delivery wagons cannot 
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ing capacity is large, in front o 
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This illustration and the one on the preceding page serve to show the way Kraemer ¢€ 
Duehring feature their builders’ hardware 


stores which are located in the center 
of the congested districts. 

This is particularly true of Wash- 
ington. The firm of Kraemer & 
Duehring, Inc., is situated far 
enough away from the center of the 
congested district to be comparative- 
ly free from the parking regula- 
tions. Yet it is near enough to the 
principal business section so that it 
may be conveniently reached by 
builders and contractors and _ by 
the trucks of manufacturing plants 
and repair shops which “pick-up” 
goods that have been ordered by 
*phone. 

The fact that trucks are able to 
stay in front of the Kraemer & Dueh- 


Burke & Wright Holds Picnic 


The employees of Burke & Wright, 
Waukegan, IIl., closed up shop on the 
dot June 15 and drove fifteen miles to 
an inland lake for their annual picnic. 
This store organization is one of the 
unusual ones in the 


hardware field. 


ring door long enough to load sup- 
plies, and that contractors may leave 
their cars in front of the store, while 
they go inside and select the type of 
hardware they want for a contract 
job, has been responsible, to a very 
large extent, Mr. Duehring believes, 
for a good deal of the business that 
has developed during the past few 
years. 

But it is not, strictly, sound or 
natural psychology for people to go to 
this firm for their builders’ hard- 
ware or any other line simply be- 
cause they are able to park their 
cars with leisure and assurance in 
front of the door. There must be 
some other reason. After Mr. Dueh- 


There is a rare spirit of co-operation 
and friendship in this organization 
which revolves around the energetic 
Frank Burke. 


Avery & Saul Co., Boston, iron and 
steel, capitalized at $175,000, has taken 
out a Massachusetts charter. 
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ring had gone further into the dis- 
cussion of business methods this rea- 
son made itself manifest. 

Customers go to Kraemer & Dueh- 
ring, but Kraemer & Duehring go to 
prospective purchasers. Whenever a 
building permit is issued a repre- 
sentative of the firm investigates. If 
the prospective building is to be 
erected within reasonable delivery 
distance of the Kraemer & Duehring 
store every effort is made by a rep- 
resentative of the company to secure 
the contract for the builders’ hard- 
ware. 

Once the contract is made every- 
thing is done to render efficient and 
distinctive service. The builders’ 
hardware display room of the firm is 
situated on a balcony in the rear of 
the store. Mr. Duehring’s office is 
right beside it and every customer 
who buys builders’ hardware meets 
either Mr. Duehring or Mr. Kraemer. 

That is another factor that has 
probably enabled this concern to 
handle its business so successfully. 
Intimate contact between customers 
and the heads of the firm promotes 
confidence and good will. 

Quality, moreover, is the slogan of 
the company, both in the matter of 
service and in merchandise. A man 
who builds a house is cheating him- 
self, Mr. Duehring believes, if he 
stints on builders’ hardware and the 
essential fixtures that make a home 
distinctive. A good house needs good 
hardware. No door, no matter how 
well it may be constructed, can be 
expected to give good service or to 
be the convenience and safeguard it 
is supposed to be, Mr. Duehring says, 
unless the hinges are sound and the 
lock is efficient. 

This firm does comparatively little 
advertising, although it uses manu- 
facturers’ stuffers in the mail. Both 
of these gentlemen believe that more 
can be done by personal contact with 
customers and prospective customers 
than by any other method. 

Personal contact, service, quality, 
and a convenient location are the 
four things, Mr. Duehring believes, 
that are responsible for the success 
of his firm. The record of having 
done $72,000 worth of business in 
assorted builders’ hardware during 
1921, on an initial investment of 
$12,000, is ample reason to believe 
in his recipe for success. 


Chicago Retailers Outing 


The Chicago Retail Hardware As- 
sociation will hold their annual Hard- 
ware Outing at River Grove, Willow 
Springs, Ill., July 19, 1922. A large 
crowd is expected, as these outings have 
become very popular. 
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Helping to Make the Bathroom Up to Date 


Warm Weather an Aid to Sales of Bathroom Fittings 
and Accessories —Some Helpful Suggestions 
for Displaying This Line 


HOUGH possibly not a general 
= topic of polite conversation, 

the fact remains that a cold 
bath, or better a cold shower, taken 
upon rising in the morning gives one 
a good start for the day’s work. Lead- 
ing athletic instructors and health 
advisors place the advantages of the 
morning cold bath in the foreground 
and continually emphasize its need. 
Now that the weather has become de- 
cidedly “summerish” there is often 
a continued stickiness in the air due 
to humidity and high temperature. 
Dusty roads, also, add to one’s indi- 
vidual discomfort during the warmer 
months. All of these. are strong rea- 
sons for the hardware dealer to get 
busy on the sale of bath shower at- 
tachments and other bathroom neces- 
sities. 

Shower Bath Equipment 


Let us consider for the time being 
the shower equipment. It is true 
perhaps that in many of the new 
homes in the larger cities bathrooms 
are equipped with bath showers. 
But in the older dwellings you will 
not find them and in the new homes 
they are in the minority. The fact 
that a housing shortage exists means 
that many who would move into 
better homes must stay in old-fash- 
ioned houses with few if any modern 
conveniences. These people are pros- 
pects for all kinds of bathroom fix- 


tures and certainly are in the market 
at this moment for a shower that 
will bring comfort to all members of 
the family. Speaking of the hous- 
ing shortage one must also remember 
that many fastidious people were 
forced to remain in very ordinary 
homes. Others with money enough 
at their disposal to have a better 
type of home took whatever they 
found available in spite of poor fit- 
tings or incompleteness of equip- 
ment. 

Such conditions are always re- 
flected more in the bathroom than in 
any other section of the home. And 
surely if any room is deserving of 
the newest, latest and best appearing 
equipment it is this very one. Bath- 
room fixtures, whether in white 
enamel or finished with nickel plate, 
represent a line that is pleasing to 
the eye when on display. Most of 
the items require installation against 
a flat surface. This makes it easy for 
the dealer to make up a department 
for this line which will do it credit 
regardless of the available room or 
the stock carried. 


Sales Make Sales 


It is a line that should not permit 
stock lagging, for when a man buys 
a towel rack he is often in the market 
for a soap tray, tooth brush holder, 
two or three hooks, a mirror, medi- 
cine cabinet, glass holder, paper 


rack, bath seat, a three-legged stool 
or chair, and perhaps a bathroom 
scale for weighing. 

Someone once remarked that in 
private homes even the most up-to- 
date bathroom lacks completeness. 
You will find that it needs additional 
towel racks, a bath seat, the shower 
needs a curtain or if there is a cur- 
tain there are half a dozen hooks 
missing. Few bathrooms originally 
have adequate mirrors so that a man 
may shave in comparative comfort 
and safety. Many stock medicine 
chests are much too small for the 
use intended. These are worth-while 
points to consider when making up 
advertising copy or show-cards. Sug- 
gest ‘in the text that a few of the 
items shown are just the things 
needed to make the bathroom more 
complete and comfortable. 

Closed Cabinet Displays 

Many dealers display fixtures in 
this line in closed cabinets against a 
green felt background. Others using 
the glass front case utilize a strip of 
attractively patterned wall oilcloth 
which, of course, suggests the bath- 
room wall. This plan may also be 
used in window displays as is wit- 
nessed by the picture taken in 
Hightstown, N. J., at the store op- 
erated by the Hightstown Hardware 
Co. Jesse H. Johnston dressed this 
window and he tells us that the oil 

















A background of white oilcloth with fixtures displayed upon it serves to emphasize the effect those fixtures would produce upon 


the bathroom wall. 


This window is from the Hightstown Hardware Co., Hightstown, N. J., 


Johnston 


and was trimmed by Jesse H. 
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Barber & Ross, Washington, D. C., 


display bathroom fixtures attractively wpon a 


glass fronted wall panel which is flanked with mirrors and shower bath equipment 


cloth background and the white floor 
covering set off the fixtures better 
and also served to convey the idea 
of sanitary equipment—an interest- 
ing bit of sales psychology. The in- 
terior stock for this department is 
usually displayed in a show case. Mr. 
Johnston has placed white oil cloth 
along the shelves in the case also for 
the same reason explained above. J. 
Albert Priory, proprietor of this 
store, tells us that whenever a cus- 
tomer makes a purchase of any bath- 
room fixture the salesman on the job 
solicits business on the full line sug- 
gesting piece by piece in a systematic 
manner the various other useful 
items. 

When a shower is included in a 
display a cut-out figure partially in- 
closed in the curtain helps consider- 
ably. White cotton strings can be 
run from the shower head so that 
they fall over the shoulders of the 
figure, suggesting the spray of water. 
An attractive and well worded show- 
card will serve to make the people 
who see the display long for the cool 
shower when they get home. A price 
card with this set would be also in 
order, for although this equipment 
brings a handsome profit to the 
dealer, the buying price is by no 
means excessive, and many people 
will be prompted to action by the 


appeal of the display when they 
realize the comparative reasonable 
cost. 

Shower equipment comes in vari- 
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ous styles and it behooves the dealer 
to be ready to serve all pockets and 
tastes. Barber & Ross, Washington, 
D. C., have a glass front case of 
bathroom fixtures that is extremely 
attractive and they have found the 
line a pleasant one to handle and a 
department that shows well on the 
annual profit sheet. 


Reproducing the Bathroom 


In Rochester, N. Y., Weed & Co. 
has a unique arrangement for dis- 
playing this line. This firm has a 
section built with white bricks which 
suggest the tiled walls of the modern 
bathroom. On the sides and in the 
back they have displayed a complete 
and attractive line of goods. Each 
item is tagged with the price and 
model number, so that when the de- 
sired article is selected the salesman 
can easily find the wanted model. 

If customers buying bathroom fix- 
tures appear to be restocking or seek- 
ing a new set of equipment for the 
bath they should also be good pros- 
pects for rubber sponges, bath 
brushes, hand or nail brushes and 
other small items used in the bath- 
room. 

As we have said before, with the 
advent of summer the bathroom be- 
comes to all intents and purposes a 
living room, and should be made as 
complete and comfortable as _ possi- 
ble. With this thought in mind, it 
remains for the hardware merchant 
to sell the idea to his customers and 
also sell them bathroom fixtures for 
their homes. 














Weed & Co., Rochester, N. Y., shows its fixtures in a tiled room built especially for 
the purpose 
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Stopping Losses in the Cutlery Department 


Losses Occasioned by the 
Theft of Cutlery in 
General or Pocket Knives 
in Particular May Be 
Eliminated by Adopting 
a Method Similar 
to the One Followed 
by This Hardware Store 


sharp wits to work with sharp 

tools, and when he said it he 
might have been thinking of cutlery. 
Many dealers have reported that 
shoplifters prey heaviest on the cut- 
lery department. This seems reason- 
able when we remember that pocket 
knives generously displayed in a con- 
siderable number offer an unusually 
easy opportunity for light fingered 
customers. Some dealers display 
half a dozen cases and sell from them 
regularly. In such cases a stand 
built for six knives of a kind may 
frequently be minus two or three 
samples due to sales and lack @f over 
stock. 

A man interested in purchasing a 
pocket knife will generally want to 
look over the complete variety in 
stock. At any rate he will ask to 
see three or four styles and will 
probably ponder over the comparative 
advantages of two, three and four 
bladed knives. With a large num- 
ber of each model handled the dealer 
might easily find that losses through 
theft would put a very noticeable 
dent in the profits of his cutlery de- 
partment. This surely presents a 
problem for sharp wits. 


GS aherp wi once said that it took 


Preventing Losses 


Realizing the seriousness of losses 
of this kind, particularly in the case 
of pearl handled knives, H. F. Dis- 
mer, a hardware dealer in Washing- 
ton, D. C., thought of a way to curb 
these drains on the cutlery depart- 
ment profits. 

Mr. Dismer built a fair sized 
cabinet which you will find directly 
in the rear of the cutlery showcase, 
which, by the way, is the first thing 
that greets you as you enter the 
store—unless perhaps Mr. Dismer is 
at liberty and sees you as you enter. 

This cabinet is built with a num- 
ber of small drawers any of which 








H. F. Dismer 
of Washington, 
D.C.,shows pocket 
knives and other 
cutlery in this case 
Only one sample o; each 
item is displayed, the others 
being kept in a wall case 
located behind the floor display, 


will accommodate one dozen knives. 
Each drawer is numbered with a 
plainly marked tag showing also the 
model number and price of the par- 
ticular knife in that drawer. 

In the showcase you will find a very 
complete set of pocket knives, varied 
in quality and style. Only one of 
each style is found on display. A 
rack that accommodates six knives 
will have six different styles. The 
customer may desire to see a certain 
group of models. The knives in 
question are brought up on the 
counter for closer and more conveni- 
ent inspection. But they are left in 
the sets as displayed so that it is 
impossible to lose track of any one 
style. 

When a selection of a knife is made 
the salesman takes the sample and 
reads the tag pasted on the handle. 
This tells him the price, the model 
number and the drawer in the cabi- 
net that contains this model. While 
informing the purchaser of the price 
and any other points of interest he 
notes the completeness of the stock 
of samples and puts them back in the 
case, all but the style picked out. He 
takes the right knife from the cab- 
inet, puts it in a case, wraps it up 










Notation of the sale 


and delivers it. 
on the stock records is then made 
from the model number pasted on 
the handle of the sample, which may 
then be returned to the show case in 
its proper location. 


Simple Yet Effective 


This method is a simple yet effec- 
tive method of decreasing the thefts 
of knives. It is also a good way to 
keep accurate account of the amount 
of stock on hand, which is a very 
necessary bit of information when 
ordering for that department. 

The majority of retail jewelers 
handle the sale of rings in the same 
way. They have trays that accom- 
modate a certain number of rings. 
Should any ring be sold or taken 
from the tray a white disc is put in 
its place so that each slot in the tray 
has either a ring or a disc. In this 
way a shoplifter would be unable to 
to look at one ring and slip another 
in his pocket. The same principle ap- 
plies to the Dismer idea in handling 
cutlery. This Washington dealer fig- 
ures that his stock of pocket knives 
is valued at approximately $500. The 
stock is completely turned over about 
three times during the year and thus 
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brings the sale of knives up to $1500 
annually. 

Mr. Dismer had put his cutlery 
show case in front because he felt 
that it deserved a good position. In 
the front of the store it is a constant 
suggestion to customers that a knife 
is a very useful and necessary pocket 
tool. Pocket knives displayed against 
a green felt background in a good 
looking show case present a stock ar- 
rangement that is hard to beat. The 
rest of this store is well introduced 
by this introductory display of 
pocket cutlery. 


Only Practical Lines Carried 


The Dismer store is in suburban 
or residential Washington, and con- 
sequently seldom has a call for 
souvenir knives. The line carrjed 
represents a practical assortment, 
any model of which would give useful 
service to purchaser. 

Pocket cutlery is not one of the 
largest lines carried by this store, 
but Mr. Dismer says it is a very prof- 
itable item in his stock, is easily dis- 
played and is a clean line to handle. 

About forty miles north of the 
National Capital is the historical city 
of Baltimore, capital of the State of 
Maryland. In this well kept munici- 


pality we find another splendid ex- 
ample of cutlery display. It is found 
in the store of “Little Joe” Weisen- 
feld, which is located in a most cen- 


tral section of the town. This store 
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maintains a very complete cutlery de- 
partment which embraces not only 
various kinds of pocket knives, but 
safety razors, razor strops, razor 
hones, old fashion or straight razors, 
blades for all kinds of safety razors, 
and general shaving apparatus are 
also on sale, as evidenced by the com- 
plete counter department. On each 
end of this department a rounded 
show case is used. This gives a 
little more aisle room and improves 
the general appearances of the sec- 
tion. 
Special Trays Used 

A novel scheme in vogue with this 
store is the use of special trays on 
top of the counters. These trays will 
often contain a varied collection of 
pocket knives of which the customer 
may have his choice for 75 cents. 
Sometimes the price is lower and 
sometimes higher. This plan is very 
successful in moving stock on models 
which have not sold as well as the 
general line. 

The company also makes a practice 
of featuring a certain item in the de- 
partment. This article is displayed 
prominently on the counter top with 
attractive show cards calling atten- 
tion to it. The price is given along 
with a brief suggestion of its pe- 
culiar merits. 

Neither one of these little plans 
on specials is necessarily a bargain 
affair with lower prices. The idea 
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is fundamentally added prominence 
in display and more sales pressure 
for the week or day, whichever the 
case may be. If the item in question 
should be a certain type of safety 
razor for any period, you would find 
that article described and boosted in 
a special in the Baltimore daily news- 
papers. This plan has worked out 
very successfully at “Little Joe’s” 
store and would undoubtedly work 
out as well in other towns. 

So would the protective plan in 
practice at the store of H. F. Dismer. 

Pocket knives are used by men and 
boys alike and are needed by young 
and old. Unfortunately for the own- 
ers, however, pocket knives have a 
habit of disappearing either because 
they have been lost or “borrowed” 
by a forgetful friend. Inasmuch as 
they are frequently conspicuous by 
their absence it may be inferred that 
replacements are often necessary. 
Hardware dealers may be able to take 
advantage of the fact to get rid of 
some of their stock which may not be 
moving rapidly. The method fol- 
lowed in the Weisenfeld store of 
grouping various kinds together with 
the same price for all items should 
prove successful in moving some of 
the articles that linger too long. 

The plan adopted by H. F. Dismer 
is also worthy of note and is worth 
following in instances where pocket 
knives are moving out of stock but 
are not being recorded on the books 
as they move. 














Here is the cutlery department in the Weisenfeld Store, Baltimore, Md. The trays on top of the case contain a varied assortment 
of articles, each article selling at the same price as any other in the same tray 
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The Modern Woman in the Hardware Store 
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The L. H. Kurtz Co., Des Moines, Iowa, Has 
Increased Sales by Installing 
as Manager of Its Household Department 


a Woman 


By GRAYCE O. ENGLISH 


T is commonly said that a man 
must marry in order to save 
money. Not that it is possible 

for two to live as cheaply as one in 
these strenuous times, but the influ- 
ence of his “better half” has a cer- 
tain sobering effect that makes him 
face life with a determined effort to 
succeed and save. At least the 
woman is given the credit of being at 
the bottom of most men’s successes. 
Not only is her influence felt here 
but it very largely shapes the destiny 
of the modern home and its children. 
With all of these manifold duties of 
acting as sort of a pivot about which 
the world revolves, she does about 90 
per cent of all of the purchasing. 

Merchants know that she is a big 

factor to be reckoned with as a 
buyer and they have also found out 
that she can help materially with 
their selling problem. A woman may 
make a mistake about a man, but she 
never makes an error when it comes 
to judging other women. She knows 
what they buy, what they should pay 


and why they buy certain things. 
Therefore, her presence in the hard- 
ware store is a great asset to any 
merchant and she is especially valu- 
able where she has to do with the 
things the hardware store sells for 
the home. 


Advertise Your Store 


In this progressive age the woman 
proclaims her privilege to select the 
tools for her workshop or in other 
words, her kitchen. Few men enjoy 
selecting articles for the kitchen and 
they much prefer to have their wives 
do it as they have to use this mer- 
chandise. Advertise your store and 
let it be known that you cater to the 
housewifes’ wishes. Make the house 
furnishing department so attractive 
with the many useful articles that 
the women will enjoy shopping in 
your store. There is nothing that 
delights the heart of a woman so 
much as a good display of kitchen 
utilities. 


The first essential attraction in 
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any store is clean merchandise. It 
is quite the natural thing for the 
woman to handle the articles she in- 
spects, and you can be assured of 
her good will if she has not soiled her 
gloves in handling the merchandise. 
The spirit of enthusiasm should be 
so infused into the mental make-up 
of the sales people that they radiate 
cheerfulness, good will and optimism 
the moment they greet the customer. 
This approach will make your cus- 
tomer feel welcome and at the same 
time create a desire to come back. 

In the store of the L. H. Kurtz Co., 
Des Moines, Iowa, we endeavor to 
keep the merchandise well sampled 
and classified. This not only pro- 
motes sales efficiency but offers sug- 
gestion to customers. There is a 
large field for the exercise of sug- 
gestion through our windows and 
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counter displays and it is surprising 
how these displays talk to our cus- 
tomers. The department is located 
on the second floor and is well lighted 
by south and east windows which 
serve to lend an atmosphere of 
cheerfulness. The windows have 
draperies which also add to the 
charm of the room. There are six 
display tables 4 x 8 ft., on one side 
of the room and these are so ar- 
ranged that they have caused much 
favorable comment. 

Displaying household articles on 
tables means quick turnovers and 
what is more desirable in these 
days? Even men enjoy looking over 
these tables and one table in par- 
ticular is devoted to a miscellaneous 
assortment of household utilities. 
One man picked up a lime squeezer 
and asked if it was a hot pan lifter, 
but such interest as this affords 
splendid opportunity for the sales 
person to show and talk other ar- 
ticles on display. 

So much depends upon the sales 
people and the secret of success lies 
in the knowledge of the goods to be 
sold, as well as the courtesy extend- 
ed to the customer. The merchant 
should select his selling forces from 
people who are really interested in 
their work and especially so in house- 
furnishing departments. We try to 
select people who enjoy telling the 
merits of a thing and will inspire 
confidence. If our sales people are 
not familiar with the merchandise 
they sell we train them, recognizing 
the fact that if they know their 
goods it is not difficult for them to be 
convincing. 

We study the advertisements in all 
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leading magazines and trade papers 
and keep in touch with all the new 
things which will tend towards 
eliminating drudgery and promoting 
kitchen efficiency. At the annual 
cooking school and home economics 
display, recently held at the city audi- 
torium, we displayed a line of house- 
hold helps and kitchen utilities. In- 
cluded in the displays were several 
new things and a great deal of in- 
terest was shown in them. This 
means that all of the people who saw 
the exhibit will know where to buy, 
and where they can be sure of having 
the latest and most up-to-date on the 
market. The women who attended 
the cooking school derived a world 
of benefit. They talk about us and 
our department and seem to enjoy 
shopping here, because they find 
what they are looking for. So we 
can not help but feel that our efforts 
in endeavoring to get the women in 
the habit of coming to the hardware 
store for their needs have not been 
in vain. 


Women Help Business 


A woman in any mercantile or- 
ganization is a great help. Men do 
not always have the finer perception 
which is common with women. Con- 
sequently a woman can better appre- 
ciate the difficulties connected with 
household merchandising. Not only 
will the stocks be cleaner and more 
attractive but the women of the com- 
munity will have no fear or hesitancy 
in going to the hardware store to fill 
their needs. They will have confi- 
dence because they know that they 
will at all times receive courteous at- 
tention and can shop to their hearts’ 
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content. Take any large department 
store and see how large the percent- 
age of salespeople are women. This 
is particularly true in the household 
departments, and these departments 
have grown to almost unbelieveable 
size due largely to the fact that the 
salespeople are women and know how 
to display and sell to their own sex. 
A Good Investment 

It is remarkable to note the change 
that comes over a store after a 
woman has taken an interest ‘in it. 
A different atmosphere pervades and 
there is that little indescribable 
touch of something that makes every- 
thing look spic and span. A woman 
in the hardware store will certainly 
be a good investment for any mer- 
chant, and she certainly should be 
able to pay a good deal more than 
her salary in the increased business 
she can produce in household lines. 
If you have such a department that 
you need to pep up, just look about 
your town for a woman who wants 
to work because she likes it. En- 
gage her and you will notice a de- 
cided change for the better not only 
in that one part of your business but 
throughout the entire establishment. 
If your department is not large 
enough to take all of her time, she 
will make an excellent bookkeeper 
and will take a good deal of the 
drudgery from your shoulders. Then 
there are letters and phone orders to 
be attended to and she is an adept in 
this line. Women long ago demon- 
strated their ability in business, and 
if you want to get all of the house- 
wifes’ trade you possibly can, let 
some woman come into your store 
and help you. 


Help Your Customers on Their Auto Trips 


Pass This Information Along to Your Customers— 
It Will Save Them Trouble and Bring You Profits 


The following information printed 
on hand bills and mailed to the automo- 
bile owners in your community or 
printed in your local paper will give 
them many hints and_ suggestions 
especially if it is connected up with 
your advertisements for these neces- 
sary things. 

Failure to do a little thinking and 
preparing before the start has spoiled 
many an automobile trip and week end. 
Long distance traveling of any kind 
means rough wear on a car and all 
sorts of emergencies. It is best to be 
prepared in advance. 

The most important thing to con- 
sider before a trip is lubrication. The 
transmission should be greased, crank 
case and gasoline tank cleaned out and 
new oil and fuel put in. The gasoline 


line should be blown out, the vacuum 
tank cleaned and the carbureter put 
into shape for warm weather driving. 
A heavier oil should be used for sum- 
mer days. The entire car should be 
gone over and thoroughly lubricated. 
if the car needs overhauling a trip 
should never be attempted because the 
strain will make the trouble come to a 
climax much sooner and has spoiled 
many a trip as well as ruined good 
cars. 

Test the wheels for wobbling, tighten 
up bolts and nuts to prevent rattling 
and squeaking. Have the engine 
cleaned for carbon and tuned up. 
Wobbly wheels shorten the life of tires 
and result in unnecessary strains on 
the car and if a bent axle is causing 
the wobble a sudden bump may cause 


the part to snap, with disastrous re- 
sults. 

Last but not least oil the springs, 
tighten the steering mechanism and fill 
the battery. Only one thing is left and 
that is tools. The following should be 
included: wrenches, pliers, hammer, 
screw drivers, files, wire, nuts, bolts, 
cotter pins, tire valves, pressure gauge, 
spark plugs, rim lugs, taleum powder, 
tire tape, an extra valve and stem, 
grease gun and a can of lubricating oil 
as well as an extra spring clip and 
bolts. 

The following should be carried for 
the tires: spare tires in good condition, 
tubes, blow out patches, tire pump, 
jack, chains, blow-out patches, cup 
grease and a short plank to be used in 
getting out of holes in the road. 
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A $150,000 a Year Business in a Small Town 


The Firm of Deroy Danielson & Sons 
St. Francis, Kan., Does This 
Although Located in a Town with 
a Population of Only 500 
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ANY interesting things 
M have come out of the State 

of Kansas and there are 
still many more _ interesting 
things to be found within its 
borders. Two of the most in- 
teresting to be found in the State 
are the town of St. Francis and 
the hardware store of Deroy 
Danielson & Sons, which is to be 
found there. 

The town is tucked away in the 
northwest corner of the State. 
Its only railroad connection is 
with Nebraska, and were it not 
for automobiles, communication 
with the rest of Kansas would be 





out of the question. Just be- 
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cause the Burlington railway 
happened to build a branch line 
through St. Francis instead 6f the 
main line is not a matter of import- 
ance, because the town and the sur- 
rounding country have an unusually 
large number of live people who 
make things hum without three or 
four trunk lines running through 
their town. Consider also that the 
last census puts St. Francis at 500 
population, and then when you read 
what Danielson’s have been able to 
do in that town, located on a branch 
road, you will appreciate the possi- 
bilities for any merchant’s success 
regardless of surroundings and con- 
ditions. 


The Nature of the Town 


Just a word more about the town 
so you can get a mental picture of 
the setting. Should you drive over 
through the State of Kansas from 
the town of Goodland you come unex- 
pectedly to your destination, for St. 
Francis is just over the hill in the 
Republican Valley. On the crest of 
the hill you look down into the little 
town that, for all the world, might 
be a New England village despite the 
prairie country surrounding it. 
There is one street of homes with 
blue grass lawns that would do a me- 
tropolis credit, and there is the 
Methodist church that cost $75,000, 
a hospital and a high school of which 
any city of 10,000 would be proud. 
There are 5,000 people in the coun- 


ty with an assessed valuation of 
$13,000,000 and the total crop values 
for 1920 were more than $6,000,000. 
The Republican river flows through 
the town and from a distance gives it 
the appearance of a beautiful park. 


The History of the Store 


Then there is Danielson’s store on 
Main.Street. It has a frontage of 
32 ft. and a depth of 125 ft.. The 
store is L shaped with the Citizens 
State Bank in the hollow of the L 
measuring 25 ft. front by 80 ft. 
depth. Both buildings are of brick 
and the front of Danielson’s con- 
forms to the last word in store 
fronts. The left side of the build- 
ing is given over to hardware, an of- 
fice and paints. The right side is 
utilized for the display of separators, 
stoves, tinware, etc. The back part 
of the store contains the grocery de- 
partment 24 by 25 ft., a meat market 
and a ladies’ rest room. 

Deroy Danielson started in busi- 
ness twenty-six years ago in the 
small store which is herewith de- 
picted, and occupied these premises 
for twenty-five years. The new 
store which was built a year ago cost 
$25,000, and when you consider that 
Mr. Danielson started out with $150 
capital, the new building stands as a 
mark of achievement to his business 
career. He now has three sons in 
business with him, another son runs 


a large ranch close to town and one 
of the others has his own implement 
business in California. There are 
six sons and four of them saw serv- 
ice in the army during the war. The 
sales in 1920, including implements, 
according to Mr. Danielson, amount- 
ed to $250,000 and in 1921 they fell 
to $150,000 following the curtailment 
of buying, due to conditions. 
Believes in Advertising 

One of the greatest helps to this 
store is the firm’s belief in advertis- 
ing. About.two-years ago it con- 
ceived the idea of running a column 
of news in the local weekly together 
with its regular advertising. This 
column is called Our Column and is 
eagerly read by all the subscribers 
on account of the personal interest 
taken by the Danielson organization 
in local affairs and people. This col 
umn contains news of local happen- 
ings and the doings of the people, but 
it also contains excellent editorials 
and wherever possible the matter is 
linked up with the merchandise for 
sale at Danielson’s. One column 
starts off with a paragraph about the 
harmony of colors and the effect it 
has on the eyes, health, and dispo- 
sition and concludes the paragraph 
with information about the paint 
sold at the store. 

In another column one reads about 
another line of goods which were 
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bought at a fine price and whieh 
gives reasons why the people of the 
community should buy them. In the 
next paragraph Mr. Danielson tells 
a good story on the local barber and 
then says that a certain farmer has 
some good cane seed to sell and he 
has a sample in his store for their 
inspection. He takes the orders be- 
cause the money will go where it will 
“do good.” Then he offers 75 cent 
pocket knives for 35 cents good for 
Saturday only, and tells how another 
farmer had a Liberty Bond, mentions 
the farmer’s name and states that he 
finally decided to trade the bond in 
on a weeder and lister. Two other 
farmers’ names were mentioned as 
each having bought a set of harness 
that week. The effect of recording 
the cash sale will have a great deal of 
benefit to Danielson’s because of the 
interest people will take in it and 
then the farmers will be pleased and 
their rating more firmly established. 


Crops Discussed 


In still another column he dis- 
cusses the crop prospects. He then 
goes on to tell how a Colorado 
rancher sent a man to town how he 
went home with a wagon load of mer- 
chandise and how Danielson’s rang 
up the cash register to the tune of 
$225. He lists the large sales in a 
very interesting way with a little 
story of some sort about each one 
which has great advertising value 
for his products. He does not forget 
to tell them about the new items re- 
ceived each week and invites inspec- 
tion. After he sold _ ninety-four 
safety razors in two weeks in a town 
of 500 he told the inhabitants he still 
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had fifty left and to hurry up and get 
theirs. This particular, Our Column 
was closed with an appeal to the hus- 
band to see that his wife had every- 
thing she needed to make house 
cleaning time less burdensome. 

Running such a column takes time 
and costs money. Furthermore one 
must continually have a finger on the 
pulse of the community and be on 
the alert. Mr. Deroy Danielson, how- 
ever, says it pays, and here is what 
he says about it. 

“We hear from it in some way 
every day and often several times a 
day. We receive many inquiries by 
mail from other localities and States. 
It seems that we have accidently dis- 
covered a very popular and effective 
method of advertising, which may, 
however, become overworked in 
time.” 

“We had become convinced that 
the old style of display advertising, 
so universally used by country mer- 
chants was worse than worthless. 
Few people even glanced at it. ‘Too 
Busy to Write an Ad This Week,’ 
‘We Study to Please, ; ‘Lowest Priced 
House in Town’; ‘Farmers Head- 
quarters’; ‘Live and Let Live, is our 
Motto,’ and a score of other similar 
phrases had long since become mean- 
ingless.” 


The Origin of the Column 

“When I was out canvassing, I 
learned that I succeeded best when 
I could spend an hour or so with the 
folks in the home, romping with the 
kiddies, joking with the wife and 
eating a bite with the men folks, 
often at the kitchen table. Here we 
would chat informally with the fam- 
ily about almost anything and every- 
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thing. It was ‘human interest’—en- 
tering into their way of living and 
doing things. Here we could talk 
the ‘Kansas language’ and I really 
enjoyed it very much and seldom 
failed to go away without an order. 
As a salesman and a mixer I felt that 
I was a success, but as an ad writer, 
I was a miserable failure.” 

“One day it occurred to me that I 
would gather up some news items 
for our editor while out on these 
trips. When I copied the notes that 
I had jotted down during the first 
day I saw at once that I could mix in 
something about the goods we sold 
and run it as an ad and that it would 
attract attention. I soon accumu- 
lated a pocketful of news items from 
the country and the country folks 
that I visited and in the next issue of 
the paper Our Column appeared. It 
was a success from the start. Folks 
read it and talked about it and com- 
plimented us on it. The advertising 
and our sales efforts harmonized and 
pulled together.” 

“We do not claim to have discov- 
ered the cure for advertising ills, but 
we have had the satisfaction of hear- 
ing our customers comment on Our 
Column and I know that we have 
sold more harness oil, incubators, 
cream separators, etc., due to our 
advertising than we have sold in 
years before.” 

“I am absolutely sure that Our 
Column brings us more business and 
sells more merchandise for us than 
any one clerk on the pay-roll.” 

“T am not an authority on adver- 
tising, I know very little about it. 
But my idea of a good advertisement 
is one that will arouse the interest of 
the man for whom it was intended.” 





Coming Hardware Conventions 


WESTERN RETAIL IMPLEMENT AND 
HARDWARE CONVENTION, Kansas City, 
Jan. 16, 17, 18, 19, 1923. H. J. Hodge, 
secretary, Abilene, Kan. 


TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
23, 24, 25, 19238. A. M. Cox, secretary, 
822 Dallas County Bank Building, Dal- 
las. 


WEST VIRGINIA HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Huntington, Jan. 30, 31, Feb. 1, 1923. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

INDIANA RETAIL HARDWARE ASSOCI- 
ATION, INC., CONVENTION AND EXHIBI- 
TION, Indianapolis, Jan. 30, Feb. 1, 2, 
1923. G. F. Sheely, secretary, Argos, 
Ind. 

Wisconsin RETAIL HARDWARE AsS- 
SOCIATION, Milwaukee Auditorium, 





Feb. 7, 8, 9, 1923. P. J. Jacobs, secre- 
tary-treasurer, Stevens Point. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Palace Hotel, San Francisco, Feb. 13, 
14, 15, 1923. Le Roy Smith, secretary, 
112 Market Street, San Francisco. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Feb. 12, 
13, 14, 15, 16, 1928. Sharon E. Jones, 
secretary, 1314 Fulton Building, Pitts- 
burgh. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Cleveland, 
Feb. 13, 14, 15, 16, 1923. Exhibition in 
the new Municipal Hall. James B. 
Carson, secretary, 1001 Schwind Build- 
ing, Dayton. 

ILLINOIS RETAIL HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 13, 14, 


wee 


15, 1923. L. D. Nish, secretary-treas- 
urer, Elgin, Ill. 

Iowa RETAIL HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Des Moines, Feb. 13, 14, 15, 16, 1923. 
A. R. Sale, secretary, Mason City. 

NEw YoRK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXPosI- 
TION, Rochester, Feb. 20, 21, 22, 23, 
1923. Headquarters, Powers Hotel, 
Sessions and Exposition at Exposition 
Park. John B. Foley, secretary, City 
Bank Building, Syracuse, N. Y. 

NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 19238. George 
A. Fiel, secretary, 10 High St., Boston. 

HARDWARE ASSOCIATION OF THE 
CAROLINAS (place to be announced 
later), May 9, 10, 11, 12, 1923. T. W. 
Dixon, secretary-treasurer, Charlotte, 
N. C. 
























June 29, 1922 





HARDWARE AGE 


Concentrate on Hot Weather Labor Savers 


Some Pointers on the Way in Which One California 
Firm Features Work Reducing Merchan- 
dise During the Summer Months 


say what she dreads the most 
during the hot summer days 
that will soon be upon us, and the 
chances are that she will respond im- 


A SK the average housewife to 


By W. B. STODDARD 


firm tore out the high flooring of one 
of their windows, and arranged a 
tiled platform about 6 in. above the 
street level. The plate glass was ar- 
ranged to slide in and out, and when- 








4 oe “git i/@h at rig 
“CIOL LE Game oe Ba 








MS ee 
eee en. 








A hobby horse balanced on top of a wash- 
ing machine. When the machine moved 
the horse rocked and attracted passersby 


mediately “baking and washing.” 
These are among the most strenuous 
of household tasks—either being 
enough to bring the beads of per- 
spiration to the brow, and anything 
that will lessen these labors is bound 
to receive respectful consideration 
from the home makers. Realizing 
this the Schlueter Hardware Co., 
Oakland, Cal., has for several years 
given particular attention to their 
campaigns for electric washing ma- 
chines and gas ranges, as well as 
irons, ironers, aluminum and fireless 
cookers. 


Unusual Display Methods 
Knowing that women like to han- 
dle anything they contemplate buy- 
ing and that they prefer to make this 
inspection at their leisure, without 
being hurried by a salesman, this 


ever the weather permitted the glass 
was taken out entirely, and the mer- 
chandise displayed on the low plat- 
form outside the store. 

When the firm determined to push 
gas stoves they went at it with a vim. 
They published the fact in the papers 
that they had received three car 
loads of gas stoves and invited close 
and immediate inspection. In speak- 
ing of the big sale the manager said: 
“We took old coal or gas ranges as 
partial payment on new stoves, thus 
interesting many who would not 
otherwise have bought. We also of- 
fered a year to complete the pay- 
ments, no interest being charged. 
We realized that wages were on the 
decrease, and figured on the good 
will we would gain by offering these 
easy payments. During the entire 
week of the sale we had a domestic 
science teacher operating the range 
inside the store, new articles of food 
being prepared each day and handed 
out to all visitors, to show the de- 
licious food cooked on an even fire.” 


The window in which this display cas 

shoun was equipped with a I 

front, which made it easy for people to 
inspect the stoves 
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Supplementing the printed ads was 
an outside platform arranged into 
the semblance of a room, with tiled 
paper covering the walls. Three 
ranges of different types were shown, 
each with the price plainly marked, 
and any woman—or man either for 
that matter—in passing by could ex- 
amine them as closely as in a friend’s 
kitchen. In order to avoid danger of 
theft or damage by mischievous boys 
the stoves were chained to each other 
and were also padlocked to the wall. 
Every dealer in pushing his line of 
gas stoves should endeavor to find 
out their distinguishing feature—the 
point about them that makes them 
superior to other stoves-—and to 
dwell upon this in all advertising and 
sales talk. The particular stove this 
firm pushed last season had a fresh 
air oven, and they very cleverly 


brought this to the attention of the 


public by a huge red heart, 5 ft. 
high, which almost covered one of 
the walls. In the centre of it was 
shown one of the actual ovens, the 
sign above it reading: 

“THE OVEN IS THE HEART OF THE 
GAS RANGE. LOOK INTO THE ESTATE 
FRESH AIR OVEN.” 

Ribbons running from the oven to 
circular cards displayed on the heart 
explained the process whereby fresh 
air was conveyed to the oven. It 
gave a special talking point and 
caught the eye of all passers-by, with 
the result that nine-tenths of the 
women who stopped to examine the 
stoves opened the oven door the first 
thing and gave the oven a close in- 
spection. It also gave them a point 
to remember in talking it over later 
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with their family and instead of 
merely remarking that there was a 
sale of gas ranges at Schlueter’s, 
they said, “They’ve got a lot of gas 
stoves with fresh air ovens.” Get 
the idea? Give the prospective buy- 
ers some special point of excellence 
to think of in the stove you are sell- 
ing. Then, in order that other points 
of excellence might not be forgotten 
there was a pile of folders describing 
the ranges placed on one of the 
stoves, with a little card saying, 
“Take One.” 


Washing Machines Shown 


A little later in the season this out- 
side window was used to feature elec- 
tric washing machines. There was a 
machine connected up with the 
“juice” and a button high enough up 
on the wall to be out of the reach of 
inquisitive children. Just above the 
button was a card: 

“PUSH THE BUTTON—START THE 
MACHINE.” 

It is the most natural thing in 
the world for a woman to do this, es- 
pecially if she has no machine of her 
own. She pushes the button; the 
machine starts; and she pauses to ob- 
serve the operation. When she 
pushes the button she does more than 
she knows—turns on an electric light 
in the rear of the store. This is a 
signal for a salesman to step out to 
the front and explain the machine, 
and, what is more important, get the 
name and address of the observer. 
“One of the best methods of helping 
a sale of a washer,” said the man- 
ager, “is to get the woman to tell her 
troubles with her old machine or her 
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old-fashioned way of doing her wash- 
ing. By her doing this she is selling 
herself to the idea of a new and im- 
proved method of washing.” 

In addition to the demonstration 
window was a still life display— 
though it could scarcely be called 
that either, as the washing machine 
was busily churning away. The 
window was arranged as a model 
laundry, with grey walls and cre- 
tonne .curtains at the windows. 
There was a washing machine with 
hot water heater attachment, a big 
electrical dryer, and a clothes basket 
and wringer. An object of interest 
to all children—and of course, when 
the youngsters paused their elders. 
were forced to pause as well—was a 
hobby horse on top of an electric 
washer in motion. With the oscillat- 
ing of the machine the rocking horse 
rocked to and fro, to the delight of 
the children. 

Another thing that the Schlueter. 
Hardware Co. does is to make each 
of their delivery trucks a moving 
billboard. On both sides of each car 
is painted a sign in colors that names 
and illustrates some article sold by 
the store. These signs are frequent- 
ly changed so that they are always 
seasonable. For example, during the 
gas range publicity campaign the 
firm advertises ranges; and during 
the washing machine campaign, elec- 
tric washers. In this way, when a 
delivery is made to Mrs. Brown it is 
advertised to all the neighbors that 
the firm sells gas ranges, and thus 
their name becomes linked with the 
articles sold. All this serves to ad- 
vertise the firm. 


A Human Interest Advertising Suggestion 


ERSONALITIES are always of 
great interest to people, so, in 

the selling of sporting goods, Mr. 
Hardware Dealer, it would be a 
good idea to every now and then run 
an advertisement reading like this: 

“LOCAL FOLKS WHO HAVE RECENT- 
LY PURCHASED SPORTING GOODS 
FROM US. 

“Buyers of Tennis Rackets :— 

“John Jones, 414 Lavina street. 

“Miss Muriel Jennings, 1922 Ohio 
street. Miss Jennings won the girls’ 
city championship last year. 

“Otto R. Brown, 652 Owen Street. 

“Purchasers of Baseball Equip- 
ment :-— 

“Arthur Boike, 
South Side Giants. 

“Charles Gooding, catcher on our 
local league team. 

“Purchasers of golf supplies :— 


captain of the 


“Otto Bengs, president of the First 
National Bank.” 

And so on. 

Everyone in your city would be in- 
terested in reading an advertisement 
of this character, and all those folks 
whose names were mentioned in the 
ad would be very much pleased by 
the prominence thus given them. 
All of which would help you im- 
mensely in getting more business. 

It would be a very simple matter 
to get the names together for such 
an advertisement. All that would 
be necessary would be to have your 
sporting goods salesmen secure the 
names and addresses of the custom- 
ers buying equipment of your sport- 
ing goods department, and to have 
them at the same time make a note 
of the sort of equipment purchased. 

It would, of course, be policy to 





have as many as _ possible figure 
in the ad, so as great a length of 
time could be covered as you might 
desire. 

Boost your sporting goods sales 
with this sort of an advertisement 
now! 


Remington Opens Pittsburgh 
Office 


The Remington Arms Co., Ince., 
Bridgeport, Conn., general offices, New 
York City, has opened an office at 113 
Seventh Street, Pittsburgh, in charge 
of B. S. Goodrick, to distribute cash 
registers in the Pittsburgh district 
made by the Remington Arms Co. The 
plant in which these registers are made 
was built as a war measure, and an- 
cther large plant also built for war 
purposes by the company is now mak- 
ing cutlery. These two plants are lo- 
cated at Ilion, N. Y. 
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Unusual Methods Result in Unusual Sales 


Practical Demonstration of the Strength of Pliers 
Brings Business to Newark, N. J., Firm 
and Arouses Local Interest 


nails on the handle of a 5-in. 

plier, for an entire week, in 
the window of a hardware store, 
and demonstrating in the same 
window sixteen of the principal 
operations required to make a plier, 
recently caused a near traffic jam, 
stimulated curiosity and_ talk 
among the peo- 


H inaiis on a 108-lb. keg of wire 


graph shows that there is nothing 
in the nature of a hoax about this 
arrangement. The entire 108 lb. 
of the full keg were held by the un- 
supported handle of the plier. 

The ice scale showed exactly the 
weight of the keg, although a small 
card was placed beneath it announc- 
ing the weight. This was done for 


strated two other facts of pertinent 
value to the hardware merchant. 
These two facts were, first, that a 
window display is invariably more 
effective and interesting to the buy- 
ing public when it displays one single 
line of merchandise in an unusual 
way; and, second, that anything in 
the form of action, such as a moving 

object, a demon- 





ple of Newark, | 
N. J., and in- 
creased sales toa 
marked extent 
for Ludlow & 
Squier, the firm 
that held the 
demonstration. 
The display 
was arranged by 
William Morrow, 
advertising man- 
ager and display 
designer at Lud- 
low & Squier. He 
was assisted by 
a demonstrator 
from the factory, 
who occupied the 
window at regu- 
lar intervals ev- 
ery day that the 
display was 
shown, and dem- 
onstrated some 
of the operations 
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necessary in the 
making of pliers. 
He also subjected 
the different size pliers to severe 
tests, such as cutting a piece of 
welding wire 7/32 of an inch thick, 
bending rods without impairing the 
teeth of the pliers, and abusing 
them in odd ways to show that they 
were capable of any kind of work 
without being injured. 

In the foreground of the window 
was the keg of nails hung by rope 
from an ice scale, which in turn 
was hung to the handle of the plier. 
The teeth of the plier gripped the 
iron pipe of the frame, which was 
screwed into the floor of the win- 
dow. A turnbuckle maintained the 
pressure or grip of the plier upon 
the iron pipe. 

A close examination of the photo- 


window drew attention to two special 
pliers suitable for radio work. 

That card suggests an idea that 
might be applied by merchants who 
sell radio equipment. Why wouldn’t 
it be practicable to select a number 
of pliers suitable for wire work from 
the regular stock, place them with 
your radio equipment and either of- 
fer them as a special radio pliers or 
include them as part of the equip- 
ment with certain sets? 

This window display, however, be- 
sides demonstrating how pliers are 
made, and the almost incredible 
strength and resisting powers of 
hardened and tempered steel, demon- 


stration, especial- 
with a man or 
a woman in the 


window, com- 
7 : ~ 15 + 
immediate 


. . 
attention and in- 


erest anywhere. 
The success of 

+ hb 3 tiene 

this particular 


display was so 
outstanding in 
Newark that it is 
believed by 
manufacturers to 
be worthy of du- 


plication i: 


+h 


ic 








similar to those 
enjoyed by Lud- 

w & Squier 
4 demonstra- 
This out-of-the-ordinary display of pliers, arranged by William Morrow, resulted tion or p liers 
phenomenal sales for Ludlow & Squier, Newark, N. J mil gh t also be 
held to attract 
the primary purpose of attracting women buyers. This display is es- 

d I £ \ 

attention. Another card in the sentially a man’s window. Women 





use tools to a greater extent to-day 
in housework than ever 
this use could be greatly extended 
include a larger number of women if 
displays, demonstrations and 
cial sales were arranged | 
chants especially for the managers 
of households. 

What has been done here 
pliers can be attempted with other 
lines. Displays prepared especially 
to show the way individual 
made and what they will do 
stimulate new interest and 
sales. 

If you want unusual sales use un- 
usual methods. 
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the ‘Can't’ 


Make Your Letters More Sincere 


Some Simple Rules That Help in “‘Canning” 


in Business 


June 29, 1922 





Correspondence 


By Rosert Bostick 


. “We wish to acknowledge.” 


When a man’s wishbone is where his backbone 
ought to be, he usually ends up at the bottom of 
the heap. We don’t “wish” in this office to do any- 
thing—we either do it or we don’t; that’s one thing 
we can stop. Let’s do it. 


. “We are in receipt of your letter.” 


Of course we received his letter or we wouldn’t 
be answering it. Why is it necessary to take your 
time and the stenographer’s time to tell a man 
something he already knows, or must know, be- 
cause you are replying to him? Let’s cut that out 
and get to the point. 


. “We sincerely trust.” 


How many times when we say that do we really 
mean it? About the only time I know when we 
sincerely trust a man is when we sell him coal on 
open account. That is the most sincere evidence 
of trust that I know. If we don’t mean that let’s 
not say it. 


. “Your kind letter.” 


This is a business office. We don’t expect kind- 
ness or charity. We do expect courtesy. If we 
want to tell a man his letter is courteous, let’s say 
so, and if we appreciate his courtesy, it is very 
easy to express that appreciation by telling him 
that we appreciate the courteous manner in which 
he is co-operating with us, or something of that 
sort. 


. “We would appreciate receiving aw reply.” 


That’s an old-time phrase that has come down 
all through the centuries. It doesn’t mean any- 
thing particularly, and if we want to be courteous 
we can be so in a much more direct manner than 
following some of these old, hackneyed phrases. 


3. “We acknowledge receipt.” 


This is in the same class as item No. 2, only worse. 
Unless we want to be strictly formal, we do not 
have to acknowledge anything. This phrase is 
good in its proper place, but it is so badly misused 
ordinarily that we will have to watch ourselves 
when we use it. 

“Beg to advise.” 

This is one of the worst ones. Why do we beg 
anything? Great heavens! If we have to beg, let’s 
get out on the corner and sell lead pencils, and 
as to “advise,” I think everybody knows that ad- 
vice is the cheapest commodity in the world, for 
everybody likes to give it and nobody likes to re- 
ceive it, so why “advise” a man anything? If 
you want to suggest something, do it, but let’s 
never put this one in any of our letters. 


. “Your esteemed favor.” 


That’s all bunk. A man’s letter is seldom an 
esteemed favor. He may favor us some time by 
writing us a letter and giving us an order in 
preference to somebody else, but why the “es- 
teemed?” I don’t like it and I don’t think any 
other red-blooded man does. That’s another one 
that can happily be omitted. 


. “Contents duly noted.” 


Now, just set that phrase up and look at it. 
Would you say that to a man if you were talking 
to him? You know you wouldn’t. Well, then, 
don’t say it in a letter. 





10. “ ‘Instant’ and ‘Ultimo,’ ” 


These old Latin derivatives, originally brought 
into our correspondence by the old clerics four or 
five hundred years ago, were meant to impress 
upon the recipient the superior education of the 
writer. We don’t need to do that any more, 


11. “This is to inform,” 


That starts out like a sentence to six months in 
jail, and every old legal writ or warrant used 
similar phrases in order to impress the dignified 
import of their contents upon the reader. It isn’t 
necessary and I don’t think we would miss that 
phrase if we left it out hereafter. 


12. “Attached hereto,” “Inclosed herewith.” 


It can’t be attached if it isn’t “hereto,” and it 
can’t be inclosed if it isn’t “herewith.” You can’t 
make an inclosure in another envelope so you are 
just saying something that is entirely superfluous. 


13. “We would state,” “We would suggest.” 


Why the use of “would”? That’s going around 
Robin Hood’s barn to make a direct statement. 
Let’s make our statements direct, courteous al- 
ways, but never in a roundabout way. 


14. “Same.” 


That’s an adjective. It cannot be correctly used 
as a substitute for “this,” “that,” “these,” “those,” 
“it,” “they” or “them.” It’s rotten, bad form any- 
way, so if we want to make reference to any par- 
ticular thing, let’s call it by name and not hide 
behind the shadow of that “same.” 


15. “To hand,” “At hand.” 


I don’t think either one of these needs any 
comment, as they are so ridiculously superfluous 
and meaningless that if anyone is thinking at all 
when he writes a letter he won’t use them. 


16. “Hand you.” 


In these days when anybody uses the words 
“hand you,” they mean they are going to hand 
you something, and, giving that the slang signifi- 
cance that it deserves, you know what that means. 


17. “Per your request.” 


“As requested” sounds a lot better. I wouid 
like to see the latter phrase used in substitution 
every time. 


18. “Trusting,” “Hoping,” “Thanking,” etc. 


Any one of these words merged with “Yours 
truly,” or any other ending of that sort weakens 
the last paragraph of your letter. It can’t help 
but do so—it’s an anti-climax, and the last para- 
graph of your letter ought to carry the punch. 

These eighteen rules are designed to keep in- - 
sincerity out of the business letter. How is more 
of this valuable quality to be injected? 

The man who will adopt these eighteen rules 
for keeping “can’ts” and insincerity out of letters, 
and then will evolve a plan for putting sincerity 
in, will find that he has taken one obvious step to 
make his sales effort count for more. No single 
individual or industry is going to be able to reform 
our old-fashioned and insincere methods of letter- 
writing over night, but there is one individual who 
is doing a lot along this line. His name is Mr. 
Lost Sale, and he is a frequent though unwelcome 
visitor at the place of business where careless 
letter writing is the habit and custom. 
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Space Saving Methods That Build Business 


3y K. W. WILLIAMS 





De Visser Bros. 
of Rochester, 
N.Y. Have 
Evolved Two 
Devices Which 
Have Helped 
Increase 
Efficiency and 


Save Space 
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Bulletin Board 
and Rack for 
Holding 
Rolls of Wire 
Cloth Prove 
to Be of Real 
Value to 
This Hardware 
Store 
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must carry such a variety of 

goods that it is a problem as 
to how to effectively display goods 
and yet conserve space. James De 
Visser of DeVisser Bros., Rochester, 
N. Y., has put into practice two very 
good ideas which, besides being con- 
veniences, are space savers. ° 


Tos hardware store of to-day 


Novel Bulletin Board 


The first is what might be termed 
a double purpose bulletin board. A 
30 by 60 in. glass cutting board is 
used and the value of the arrange- 
ment as Mr. DeVisser has worked it 
out is at once obvious from the ac- 
companying illustrations. The first 
illustration shows the board in use 
for glass cutting purposes. The sec- 
ond shows how the board has been 
hinged to the counter. When this 
picture was made the board had been 
pushed up out of the way, being held 
in place by a balance weight as in- 
dicated in the diagram. It also 
shows the under side of the board 
which is used to advantage as a 
bulletin board. Goods that may not 
be moving rapidly enough are here 
listed at attractive prices, or spe- 
cials are offered from time to time 
so that the board is in reality a si- 
lent salesman. 


Rack for Wire Cloth 


The second practical idea is the 
rack for holding rolls of wire cloth. 
This is shown in both of the illus- 
trations,the second illustration giv- 
ing a close-up view of the rack. The 
roll holder rack has been found to be 
not only a decided convenience in 
handling the rolls of wire cloth, but 


This illustration shows the bulletin board 
lowered and used as a glass cutting table 


is also a real saver of space. The 
most called-for sizes are placed in 
the lower racks while the rolls which 

















Board raised with wire cloth rack in 
background 


are seldom called for are placed in 
their respective order in the top par- 
titions. These are easily removed 
by the use of a small collapsible step 
ladder regularly used behind the 
counter. A few very narrow width 
rolls are kept together in a small box 
beside the rack as may be seen in 
the illustration. The roll holder 


rack is screwed securely to the floor 


and during the winter months when 
there is no demand for screening 
the rack and rolls are removed from 
the store and are kept in the stock 
room or cellar until spring, at which 
time there is again a demand for 
wire cloth. 


A Convenient Method 

This roll holder rack is 9 ft. high, 
14 in. wide, and measures 16 in. 
within the two uprights that make 
up the supports for the rolls. Mr. 
DeVisser, after having tried several 
arrangements, is convinced that re- 
moving the rolls of wire cloth and 
placing them on the counter for cut- 
ting is the most convenient method. 
He mentions, however, that the rack 
could be made so that the rolls would 
be closer together and in this way 
there could be twelve racks on each 
side rather than nine as at present. 


Aids to Merchandising 

The average hardware merchant 
handles a large and varied line of 
merchandise, some of which is large 
and some of which is small. Large 
or small, it occupies valuable space 
just the same, and any device or 
method which results in the saving 
of space without loss of efficiency is 
readily welcomed. Mr. De Visser 
has succeeded in making his selling a 
little easier and has done this in a 
way that has increased the efficiency 
of his store. Many a hardware mer- 
chant needs all the space he can get 
in his store and if he would only give 
the matter concentrated, practical 
thought he would be able to evolve 
something which would be fully as 
worth while as the above devices. 
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The Value of Tact in Retail Salesmanship 


This Quality Is One of the Most Important That 


a Hardware Salesman Can Possess and 
Should Be Carefully Cultivated 


By B. J. MUNCHWEILER 


HERE are opportunities for the 

use of tact in almost every sale; 

therefore, the sales you lose are, 
as a rule, those in which you fail to 
rely on resourceful tact to accomplish 
your end. 

Tact is the oil of salesmanship that 
makes the wheels of salesmanship re- 
volve without friction. It is the one 
quality which, above all others, en- 
ables the salesman to make good. 
Without hesitation place “tact” at 
the head of the list of first aids to 
salesmanship. By its use you can 
lead the most obstinate customers in 
your direction. You can get within 
the walls of reserve and you can 
overcome obstacles which at first 
seem insurmountable. 


Purchased Not Sold 


It is well to remember (figurative- 
ly speaking) that but little if any 
hardware is sold. It is purchased! 
This may not meet with the average 
salesman’s view, but it is a fact that 
if you try to sell or force goods on 
customers they will balk. Present 
your goods in a manner that demon- 
strates the advantages of your wares 
and the person will buy from you 
without the need of pressure on your 
part. 

Display your goods, making your 
selling talk tell, and present your 
side of the case in a manner that 
demonstrates your knowledge of the 
worth of the various articles. Do this 
and the chances are that the cus- 
tomer will say “send me this,” or 
“send me that.”’ Make every customer 
feel the goods you offer are good 
value and that you know it. 

Emerson said, “Great is he who 
can alter the course of the human 
mind.” If he had continued to ex- 
plain how this could be done he un- 
doubtedly would have used just one 
word for his exposition, and that 
word would have been “tact.” Nu- 
merous instances can be quoted 


where tact has been the means of 
consummating the hardest of sales, 
but the following will suffice as an 
example: 

A young woman was trying on 
evening slippers 


in a fashionable 


store, and remarked to the clerk: 
“One of the shoes I have on seems 
to hurt my foot. Don’t you think 
my left foot is larger than my 
right?” “No,” replied the tactful 
young man. “I think your right foot 
is smaller than your left.” This was 
tact personified, and comment is un- 
necessary. 
Creating a Desire to Buy 


However, a good salesman seldom 
directly asks a person to buy from 
him, but creates such a desire for the 
goods that sales nearly always fol- 
low. This is but human nature and 
you can prove it with your very next 
customer. 

You can lead a horse to water but 
you can’t make him drink, and by the 
same token you can display goods 
and talk their good points, quote 
prices and try to persuade people to 
buy, but in the final analysis it’s up 
to the buyer. There’s no such thing 
as selling, if he has decided not to 
buy. Therefore, you must use tact to 
make the decision favorable to your 
efforts. The rest of the work is com- 
paratively easy. 


The Need of Individuality 


A man who can develop individual- 
ity has solved a great problem in 
salesmanship, for once this quality 
has fostered and taken root, it will 
serve you in good stead always. How 
to reach this ideal state is your prob- 
lem and one you alone can solve, as 
no amount of reading, teaching and 
prodding will compel this quality to 
show itself. You must bring the 
matter of your own individuality to 
the fore by self-punishment if need 
be. 

A salesman’s individuality, like 
that of all persons, embraces a vari- 
ety of elements. At times things 
get full, business lags, energy wanes. 
As a rule, however, things are only 
as dull as we can make them, and 
once we look on the other side of the 
question, we find that stores every- 
where do business all the year round, 
if the proper inspiration is shown. 
The man who says that trade is dull 
and who knows that no one wants to 
look at his wares, imparts that feel- 





ing to others, while the one who for- 
gets dull trade causes customers to 
forget it also and causes his cash 
register to play a tune. 

There are many ways of prepar- 
ing for the emergencies that arise in 
the life of every man when he is 
called upon to concentrate his energy 
for one strong determined action. 
We cannot commence to give a small 
percentage of these, but you must 
always make your every act a prep- 
aration for better things. Whether 
you have just joined the ranks or 
whether you have reached a place 
where you are directing the work of 
other men and women, your ultimate 
aim is the same, namely, your own 
interests. 

Frequently a prospect will speak 
his or her refusal early in the inter- 
view. Thus a housewife, answering 
the bell and seeing a strange man 
with a tell-tale sample case, will say, 
crossly, “No, I don’t want anything 
to-day,” when she hasn’t the slight- 
est idea what the case contains. Un- 
der these circumstances, plainly, the 
prospect does not understand. 


Rely on Your Personality 


Salesmanship, after all is said, is 
nothing else but will-power and de- 
termination. If, when a customer 
approaches, you feel that he will not 
buy, you frequently address him in 
an uninterested fashion and nine 
times out of ten the prospect will 
be influenced by your attitude. If 
you have a customer who can think 
quicker or who has a greater will- 
power than you have, do not wait 
until you are worn out, but call in- 
dividuality to your aid to close the 
sale in an intelligent way. 

No personality can be developed 
unless you have an individual touch, 
a knack of being able to impart to 
all that you are a man among men. 

The life of every business depends 
on personality. Stagnation results 
in idle looms, silent machinery and 
empty shops. The valuable man is 
the one who keeps on plugging and 
winning. The brilliant man must 
make way for the one who consistent- 
ly sends a continuous stream of per- 
sonality through his establishment. 
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EDITORIAL COMMENT 


UDGE GARY, chairman of 


Business the United States Steel Cor- 
and poration, speaking before the 
Ethics alumni association of North- 
western University recently, 


made some very significant statements on the re- 
lation of ethics to business which are worthy of 
immediate practical application by every large 
and small business house in the country. 

After mentioning that “morality is on a par 
with legality and that the observance of both is 
essential to worthy achievement; that the rights 
of customers must always be respected; that de- 
structive competition must give way to humane 
competition ; and that full and prompt publicity 
of all facts involving the public is demanded,” 
Judge Gary expressed his convictions on a sub- 
ject which, perhaps, very few executives would 
have the moral courage to introduce. 

“Conscientious treatment of employees,” he 
stated, “which secures their respect and confi- 
dence will tend to increase their loyalty and effi- 
ciency. Provision for their cornfort and happi- 
ness results in steady and paipstaking effort, in- 
cites them to take a personal interest in their 
work, and gives them assurance that their future 
faithfulness will be appreciated and rewarded. 
In every particular a contented workman is far 
superior to one who is dissatisfied. 

“From considerable experience,” Judge Gary 
declared, “I assert with confidence and emphasis 
that, taken as a whole, year after year, the pe- 
cuniary gains of a large or small business will 
be greater if it is fairly, humanely and honestly 
conducted. If this be true,” he added, “it alone 
furnishes a logic to every one which should be 
conclusive.” 

Ethics, although technically defined as “the 
science of human duty,” or as “the science that 
treats of the basic principles of right action,” is 
actually nothing more than common sense. 

Everybody knows that confidence is the spirit 
which vitalizes and makes possible the normal 
functions of all business. 

The deep, underlying fact about modern busi- 
ness, notwithstanding its achievements, is, that 
it remains as yet an unfinished product of human 
progress. Only when there shall have been es- 
tablished a genuine confidence between those 
who sell and those who buy, and between those 
who employ and those who are employed, will 
business approach that stage of development 
which will approximate completion. 


oo ] HAT is now regarded as 
g one of the most difficult 
an experiments that men have 
: ever undertaken was formally 
Experiment started one hundred and forty- 
Six years ago on the fourth day of next month. 
The most humane principle that has probably 
ever been written into a political document was 
subscribed to, without qualification, by the repre- 
sentatives of thirteen sovereign states upon that 
memorable fourth day of July nearly a century 
and a half ago. 

The principle that “all men are endowed by 
their Creator with certain inalienable rights,” 
among which are “life, liberty and the pursuit of 
happiness,” is respected by many of us to-day, if 
at all, by a lip service that is as shallow as it is 
hypocritical. 

In all sections of the country there are some of 
us who have found it more convenient to sub- 
scribe to a principle which if written would per- 
haps express the belief that “all men are endowed 
by their Creator with certain inalienable rights 
among which are prejudice and intolerance.” 

There are, of course, extenuating causes which 
literally made such a condition inevitable in a 
great experimental democracy. Foreigners have 
come among us with many strange mannerisms 
and many curious customs. Their thoughts have 
not been our thoughts, and their methods were 
not of a style to be borne without vexation by a 
people of our experience. 

So the clash of ideas‘and personal feelings has 
embittered many of us to the point where we 
have forgotten not only the principles of our 
own Declaration of Independence, but what is 
perhaps far more important, we have also for- 
gotten, as individuals and as a democracy, to 
develop our great experimental machine so that 
it could assimilate the increased energy that 
other races have brought to it. 

We should not lose sight of the fact that the 
physical and industrial development of the 
United States has been made possible by the 
immigrant. We should not attack him now. 

Would not this July fourth, therefore, be an 
auspicious time for us all to subscribe anew to 
the basic principles of liberty and tolerance, and 
to re-dedicate ourselves to the great task of 
adapting our institutions and ourselves to the 
courageous principles of a liberal and progressive 
democracy ? 
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Carpenter Organizes New 
du Pont Department 


R. R. M. Carpenter, vice-president 
of E. I. du Pont de Nemours & Co., 
Wilmington, Del., who was detailed io 
take charge of the cellulose products 
department when the company’s ad- 
ministrative system was re-organized 
last October, has completed the organ- 
ization of that department and will 
retire as its general manager on July 
1. He will be succeeded as general 
manager by William P. Allen, now as- 
sistant general manager. 

This change is made on Mr. Carpen- 
ter’s recommendation, as he feels that 
the re-organization plans have been 
thoroughly worked out so far as the 
cellulose products department is con- 
cerned. At the time he was detailed 
to this work, he was relieved of ad- 
ministrative duties for which he be- 
comes again available. 


J. H. McNulty Goes Abroad 


Among the passengers listed on the 
new White Star Liner “Majestic” as it 
left New York, June 17, were James 
H. McNulty, president of Pratt & 
Lambert, Inc., Buffalo, N. Y., Mrs. Mc- 
Nulty and their three daughters, who 
will spend the summer in Europe. They 
will visit France, Belgium, Holland, 
Germany, Switzerland, Italy and the 
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British Isles. While abroad Mr. Mce- 
Nulty will call on some of the business 
houses with whom Pratt & Lambert, 
Inc., has established connections. 


Empire Knife Co. Disclaims 
Connections 


The Empire Knife Co., Winsted, 
Conn., states that it is in no way con- 
nected with the Bud Brand Cutlery Co., 
American Knife Co., or the Capitol 
Knife Co., either financially or other- 
wise. Confusion has arisen in the trade 
in regard to the makers of Empire 
Brand pocket knives due to the fact 
that the above concerns are also located 
in Winsted, Conn. 


Data on Electrical Goods 
Distribution 


Manufacturers will be interested in 
the results of an investigation recently 
conducted by the Electrical Supply Job- 
bers’ Association, which resulted in the 
compilation of the following table giv- 
ing the consolidated figures on a num- 
ber of items. Attention is called to the 
columns indicating volume of sales, per- 
centage of total sales represented by 
each item, selling costs and percentages, 
number of units handled and the aver- 
age selling price per unit. By a com- 
parison of various items one may gather 
an idea of the effort necessary in push- 
ing certain lines. 
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New England Iron and Hard- 
ware Ass’n Meets 


Myron B. Damon, Fitchburg Hard- 
ware Co., Fitchburg, Mass., was elected 
president of the New England Iron and 
Hardware Association at the annual 
meeting held last week in Boston, to 
succeed Fred L. Avery, Avery & Saul 
Co., South Boston, who had served for 
two terms. Other officers elected were: 
Charles A. Haines, Dodge-Haley Co., 
Boston, vice-president; Charles H. 
Breck, Joseph Breck & Sons Corpora- 
tion, Boston, treasurer, and George J. 
Mulhall, clerk. Mr. Breck has served 
as treasurer of the association since its 
inception. 

The following directors were elected 
for the ensuing year: Charles A. 
Adams, John B. Varick Co., Man- 
chester, N. H.; Fred L. Avery, Avery 
& Saul Co., South Boston; Frank E. 
Bragg, N. H. Bragg & Sons, Bangor, 
Me.; R. M. Bontwell, Standard Horse 
Shoe Co., Boston; E. R. Brayton, 
Belcher & Loomis Hardware Co., Provi- 
dence; R. I., Myron B. Damon, Fitch- 
burg; Clarence C. Dodge, George F. 
Blake, Jr., & Co., Worcester; George 
M. Gray, Peter Gray & Son, Inc., Cam- 
bridge; Fred L. Greely, Herrick Co., 
Boston; Charles A. Haines, Boston, and 
Charles W. Henderson, A. C. Harvey 
& Co., Boston. The report of the mem- 
bership committee showed a total of 
ninety-four members. 








CONSOLIDATED SUMMARY OF SALES, OPERATING EXPENSES AND OTHER STATISTICAL DaTA BY COMMODITIES OF FIVE JOBBING HousESs 
HANDLING ELECTRICAL SUPPLIES FOR THE SIX MONTHS ENDING JUNE 30, 1921 

Average 

Selling 

Items Average Price of 

. Bills on Amt.of Units nits 

Net Sales Operating | Expenses and Bills Itemson Ship’d Shipped 
r Cc/M and Billsand and and 

% of : % to %to Issued, C/M C/M Called Called 
Total Total Selling Sales Total Sales Number Issued Issued For For 
2 WA GOVIOOS 6.6 6.0.a6 nese eeese 331,433.79 6.66 30,139.81 9.09 68,238.52 20.59 17,858 41,183 8.05 165,768 1.62 
2 R. C. wire and lamp cord...... 390,987.78 7.86 23,245.00 5.95 44,832.75 11.47 7,832 ss 287 25.58 33,977 7.53 
3 Weatherproof wire ............ 205,226.58 4.13 8,212.60 4.00 14,166.09 6.90 1,506 508 81.83 4,561 18.23 
4 Bare copper wire.............. 61,913.08 1.24 4,418.99 7.14 5,718.26 9.24 292 mrt 181.56 547 22.42 
Be ere 168,692.16 3.39 8,383.15 4.97 19,407.09 11.50 2,352 5,988 28.41 31,118 3.96 
6 Other conduit fittings.......... 48,857.59 0.98 8,397.86 17.19 20,301.57 41.55 445 13,379 3.65 71,183 0.58 
7 Porcelain knobs, tubes and cleats 45,911. 90 0.92 6,701.54 14.60 14,553.93 31.70 1,809 4,309 10.65 90,810 0.43 
8 Condulet type fittings.......... 77,167.70 1.55 9,602.12 12.43 23,249.11 30.13 5,489 18,010 4.28 59,765 1.12 
De) ER, Nass aee .dekeeacs 365. .piaaoes ecoce ©75,199.46 13.30 ae ene ee eecane — 
9 Large Mazda lamps........... 616,400.23 12.39 38,026.47 6.17 70,405.€4 11.42 12,065 23,478 26.25 58,872 10.04 
10 Flash lights, batteries and cases 31,261.23 0.63 4,110.81 13.15 9,132.61 29.21 3,403 6,683 4.68 17,018 1.46 
ee NE as a van ha 4 a4 rb ans SORie ba we 117,191.97 2.36 9,429.27 8.05 16,102.69 13.74 2,059 2,773 42.26 5,56 18.83 
12 Inchosed ES ea 23,411.41 0.47 2,910.89 12.43 5,763.48 24.62 1,658 3,193 7.33 11,480 1.58 
13 Renewable inclosed fuses...... 30,968.18 0.62 3,287.18 10.61 7,111.41 22.96 1,526 3,531 8.77 15,913 1.84 
14 Flexible metallic conduit....... 43,970.05 0.88 2,922.63 6.65 6,274.22 14.27 1,183 2,880 18.47 7,652 5.19 
a a ee 29,504.24 0.59 3,564.10 12.08 7,793.40 26.41 2,585 4,470 6.60 15,240 1.32 
ee NS eho othe Wis es bie bog RS Pa 17,297.91 0.35 2,578.88 14.91 5,629.07 32.54 1,474 2,672 6.47 4,010 2.94 
18 Metal molding and fittings..... 1,314.59 0.23 2,113.24 18.68 3,931.20 34.74 698 2,208 5.12 6,515 1.23 
19 Watt hour moters....... 2.5.2. 29,860.76 0.60 2,396.58 8.03 3,485.58 11.67 430 581 51.40 602 12.04 
20 Non-metallic flexible conduit. .430.16 1.03 4,565.35 8.88 8,610.47 16.74 1,193 2,280 22.56 7,919 6.23 
21 Tape—Rubber and friction.. 37,010.58 0.74 3,694.86 9.98 7,824.70 21.14 2,067 4,245 8.72 30,404 0.89 
22 Street lighting fixtures and parts 35,054.22 0.70 4,908.27 14.00 6,298.60 17.97 66 956 36.67 3,243 2.42 
24 — IND i055 :5 Niclas warmrare a 46,551.44 0.94 5,069.97 10.89 8,738.09 18.77 1,841 $3,225 14.43 7,19 3.88 
eS A ar 57,633.54 1.16 3,948.00 6.85 7,669.36 13.31 1,806 2,352 24.50 12,924 3.79 
26 Miniature lamps .............. 55,123.32 2,343 6,778.90 12.30 11,150.74 20.23 2,522 5.190 10.62 11,577 4.60 
3 Oe eee 12,951.38 0.26 1,304.04 10.07 3,035.39 23.44 762 1,018 12.72 8,127 0.99 
28 Pole line hardware............ 92,950.55 1.87 11,231.50 12.08 20,750.37 22.3 2,499 4,805 19.34 66,691 0.72 
SO WOOG GCFOGS ATMS... .. 6.000005 52,772.76 1.06 4,843.32 9.18 11,044.61 20.93 707 1,294 40.78 24,162 1.15 
ee eS eae 44,283.13 0.89 4,372.15 9.87 7,864.95 17.76 839 1,256 35.26 19,166 1.31 
32 Bare iron, steel wire and strand 17,686.48 0.36 2,822.41 15.96 4,643.07 26.25 559 848 20.86 2.599 4.94 
40 Specialties miscellaneous ...... 38,803.19 0.78 7,117.67 18.34 10,020.64 25.82 1,465 2,051 18.92 3,817 8.48 
41 Washing machines and parts. ae 3. 261.07 5.09 33,451.31 13.21 47,721.88 18.84 4,608 5,792 43.73 9,285 25.58 
42 Ironing machines and parts.... 7,684.34 0.96 20,622.32 43.25 25,391.73 53.25 559 629 75.81 505 75.52 
43 Vacuum cleaners and parts.... 107 763.01 2.17 15,043.24 13.96 20,426.67 18.96 1,900 2,514 42.87 5,902 17.91 
44 Electric ranges and ovens...... 91,191.31 1.83 14,434.31 15.83 21,033.61 23.07 1,751 2,367 38.53 2,420 24.33 
45 Heating devices .............. 167,467.93 3.37 23,819.95 14.22 43,460.04 25.9 10,337 15,769 10.62 43,386 3.31 
ee 150,077.04 3.02 11,492.50 7.66 27,279.61 18.18 8,135 15,951 9.41 50,464 1.40 
Automobile accessories ........ 340,117.86 6.84 49,800.13 14.64 72,028.66 21.18 8,167 15,141 22.46 19,685 15.49 
ee ae 379,498.54 7.63 69,048.31 18.19 121,771.08 32.09 13.406 24,088 15.75 44,659 7.77 
BEDOPATUS BRIOB once cevscccvcs 338,439.86 6.80 9,836.58 8.82 51,377.89 15.18 4,276 6,975 48.52 11,293 14.58 
Sundry commodities .......... 275,963.31 5.54 38,575.80 13.98 55,298.84 20.04 5,757 12,261 22.51 39,092 3.51 
RE ee Or Pe 4,975,086.17 100. 100.00 537,222.01 10.80 939,537.62 18.88 144,487 283,931 17.52 1,025,103 3.63 
Copyrighted by the Electrical Supply Jobbers’ Association, February, 1922. 





*This amount includes $4,793.82 outgoing transportation which generally is not considered operating expense, but should be added 


to these expenses to obtain total cost of handling this commodity. 
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Would Take Tariff Making Out of Politics 


Senator Frelinghuysen Proposes Expansion of 
Tariff Commission and Enlargement of Its 


Powers—But Congress May Balk 


WASHINGTON, June 26, 1922. 
SERIOUS proposition to take the 
tariff out of politics has been 
brought forward in the United 

States Senate. It proposes to substitute 
a scientific method of determining the 
necessities of domestic industries in the 
way of protection for the pulling and 
hauling, you-tickle-me-and -I’ll-tickle- 
you, log-rolling method that has been 
in force since the Nation’s first tariff 
law was framed. 

For many years economists have 
urged upon Congress the great desir- 
ability of a scientific adjustment of 
tariff rates combined with a factor of 
flexibility that would keep our sched- 
ules up to date. Politicians in and out 
of Congress, however, have opposed the 
plan because they knew its adoption 
would deprive party leaders of a large 
measure of the influence they wield 
through their ability to dictate the life 
and death of industry on a basis so far 
from scientific that it is the merest 
political favoritism. 


Senator Frelinghuysen’s Plan 


It has remained for Senator Joseph S. 
Frelinghuysen of New Jersey, the 
newest member of the Senate Finance 
Committee, to put into concrete form 
the substance of many suggestions con- 
cerning a practicable method of revis- 
ing the tariff along scientific lines with- 
out depriving Congress of its preroga- 
tive to determine rates and classifica- 
tions. Under the Frelinghuysen plan, 
however, while Congress would still re- 
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tain the function of voting upon rates 
and would be the final arbiter in any 
controversy as to what the rates should 
be, the United States Tariff Commis- 
sion, enlarged and strengthened to a 
point that would guarantee its effi- 
ciency, would recommend all rates and 
would submit in support thereof data 
of the most exhaustive and reliable 
kind. 

Under existing law the functions of 
the Tariff Commission are limited to the 
gathering of information and the sug- 
gesting of appropriate classifications. 
It has nothing whatever to do with rates 
and it makes no recommendations with 
regard thereto. 

The salaries paid to the members of 
the Commission are so small and the 
funds at its disposal are so inadequate 
that its efficiency is but a tithe of what 
it might be if its jurisdiction were en- 
larged and an adequate appropriation 
made for the salaries of its members 
and for its current expenses. Senator 
Frelinghuysen would expand the Com- 
mission and make it an effective agency 
laboring constantly in the interest of 
industrial America. 


Members to Have Life Tenure 


Pursuant to the amendment which 
Senator Frelinghuysen proposes to add 
to the pending tariff bill the United 
States Tariff Commission would be ex- 
panded from six to ten members, each 
with a life tenure. Not more than five 
members would be appointed from the 
same political party and the President 


would be authorized to designate a 
chairman and a vice-chairman to serve 
four years. Each member of the Com- 
mission would draw a salary of $12,000 
per annum. 

The Commission would be authorized 
to appoint from time to time such ad- 
visers and to create such advisory com- 
mittees as it deemed proper to assist it 
in carrying out its functions, such ad- 
visers to be appointed without regard 
to theif political affiliations and to serve 
without compensation from the United 
States. It is assumed that the advisers 
would be chosen from among represen- 
tative men in the leading industries and 
that they would furnish points of con- 
tact between the Commission and the 
principal branches of trade. 

The basic function of the Commission 
would be to supply the necessary data 
“to enable Congress, first, to determine 
and fix the proper rates of duty to 
equalize wherever possible differences 
in conversion costs of articles grown, 
produced, or manufactured in the United 
States, and of articles grown, produced, 
or manufactured in foreign countries 
and differences in competitive condi- 
tions, and, second, as economic or in- 
dustrial conditions change to amend 
from time to time the existing rates or 
forms of duty on one or more articles.” 


Must Be Fully Qualified 


With such heavy responsibilities upon 
their shoulders, Senator Frelinghuysen 
wisely insists that the members of the 
Tariff Commission “shall be selected 
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because of their experience and fitness, 
and must possess qualifications neces- 
sary for the efficient performance of 
the duties imposed upon them by law.” 
No member of the Commission may ac- 
tively engage in any private business, 
trade or profession. 

In urging his amendment upon the 
attention of the Senate in a carefully 
prepared speech delivered during the 
past week, Senator Frelinghuysen 
sharply criticized the present tariff 
making system of both the Republicans 
and Democrats as “illogical and un- 
scientific.” The existing system, he 
said, is not the product of either the 
Republican or Democratic parties, but 
is the outcome of past conditions when 
a scientific finding of facts was not 
regarded as an essential in tariff mak- 
ing, 

“Primarily tariff making affects trade 
and commerce,” he said, “and it is, 
therefore, a matter of economics and 
not of politics. The determination of 
rates is properly a subject for expert 
study and consideration, and it ought 
to be in the hands of a sufficient body 
of men equipped to give it specialized 
study and having the authority to make 
exhaustive investigation and report to 
Congress scientific conclusions. 


Would Vitalize Tariff Commission 


“The amendment which I propose 
would vitalize the Tariff Commission 
and extend its powers. It would re- 
move the members of the Commission 
from personal and party pressure by 
establishing a fundamental principle 
for fixing rates, and it would give them 
the time, the money and the authority 
to frame such a bill as would afford 
actual, not merely supposed, protection 
to American industry and American 
labor. 

“The public mind is now thoroughly 
awake to the abuses of this system of 
tariff making and to the necessity for 
reform, and this awakening should be 
a warning to all of us to take the tariff 
out of politics by providing legislation 
setting up the machinery for a scien- 
tific system of levying tariff duties, for 
which purpose this amendment is of- 
fered. 

“In offering this amendment I am 
not apologizing for the present tariff 
measure that we are considering, and 
which I assisted in drafting. To my 
mind it is as good a measure as could 
be prepared under the circumstances, 
and it should be passed as quickly as 
possible in order to remove from busi- 
ness the uncertainty that now exists. 


Present System Hopelessly Bad 


“But neither this tariff measure nor 
any tariff measure that has ever been 
passed, or ever will be passed, can be 
adequate to the needs of the country 
so long as we continue our present 
system of preparing tariff measures. 

“Whether the tariff to be written is 
one for revenue only or for protection, 
the facts on which the duties are levied 
are the same. And what is that sys- 
tem? It is a compilation of the state- 
ments of manufacturers, importers, 
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merchants and farmers, and of incon- 
clusive data collected by Government 
agencies inadequately equipped either 
with sufficient funds or proper au- 
thority. 

“In other words, our tariffs of the 
past have been the result of approxi- 
mation, and by reason of the fact that 
the rates have been fixed by statute 
they have been inflexible. Therefore 
any rate improperly fixed has not been 
subject to change or revision because 
no government agency has the power 
to revise by amendment. Any injustice 
caused by too high or too low a rate 
must, necessarily, rest imposed on in- 
dustry until a new tariff bill is written. 


We Now Face New Situation 


“So long as it was not an important 
matter how we determined the basis 
of value on which to fix tariffs, so long 
as. we fixed them high enough to pro- 


tect infant industries, this system 
worked very well. But that day has 
passed, 


“We have entered now on an era of 
intense international industrial com- 
petition in which it is essential for us 
to protect our labor and our capital 
investment against the lower costs of 
production and _ conversion § abroad. 
Tnis protection must be honest and 
fair in its effect, and the basis on which 
it is arrived at should be scientific and 
free from party or business bias. 

“Our tariff duties must be sufficiently 
high to prevent a flood of imports at 
a cost lower than the cost of similar 
domestic manufactures, but it must 
not be so high as to act as an effectual 
embargo against free and unrestrained 
flow of our foreign trade both of ex- 
ports and of imports. 

“It is generally agreed that the prime 
purpose of a protective tariff is the 
protection of the American wage scale. 
In other words, a tariff may be said 
to determine the standard of living in 
the country where it operates because 
civilization progresses or recedes ac- 
cording to the benefits enjoyed by the 
masses of the people. 


Wage Scale Must Be Maintained 


“The American wage scale per unit 
is the highest in the world, and it is 
this wage scale that makes a protec- 
tive tariff absolutely necessary in this 
country, because it is the element in 
the cost of production and conversion 
that makes our products more expensive 
to produce than those of other coun- 
tries. 

“Facts on which to base equitable 
tariffs, whether they are protective in 
character or are for providing revenue, 
must be obtained by trained experts. 
That is why in this amendment that I 
am offering for inclusion in the pending 
tariff bill, there is provided a tariff 
commission of ten members, with life 
tenures of office at salaries that will 
attract men of sufficient caliber and ex- 
perience to handle the very difficult 
tasks that they must solve. 

“The policy of a tariff commission 
acting as an independent governmental 
agency was a constructive piece of legis- 
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lation, but with limited powers of in- 
vestigation and with insufficient funds, 
no power of recommendation, no stated 
policy by Congress, or definite rules 
under which to work, it fails in the 
mission for which it was created. It 
falls short in its usefulness unless it 
is given definite powers and rules 
through statute.” 


Commission Would Suggest Rates 


The Tariff Commission, clothed with 
the powers which the Frelinghuysen 
amendment would give it would effec- 
tively correct this state of affairs in 
the future. After expert investigations 
it would discover as accurately as pos- 
sible the difference between production 
and conversion costs here and abroad, 
and would recommend to Congress the 
proper rates to be assessed. 

Congress need not accept those rates; 
it might revise them; it might wipe 
them out altogether if it desired to. 
But whatever the action of Congress, 
on whatever theory of tariff policy it 
operated, it would be operating on a 
basis of fact. 

It is a great and complex task which 
this Tariff Commission would face, one 
which would take years to complete; 
but when the task was completed this 
nation would have added to the militant 
economic forces of the country a chart 
on which its course in competition with 
ether nations might be correctly drawn. 

Senator Frelinghuysen calls attention 
to the fact that the cynical assertion 
has frequently been made that the 
tariff cannot be taken out of politics. 
It is true that the theory of what con- 
stitutes a proper tariff levy will always 
remain a political question just as it 
has always been a matter of dispute 
between various schools of economists; 
nevertheless the finding of facts on 
which to assess tariff is certainly not a 
political matter any more than the 
proper method of adding, subtracting 
or multiplying. 

Business men everywhere will heartily 
indorse the Frelinghuysen amendment. 
Politicians will regard it askance, and 
it remains to be seen what the United 
States Congress will do with it. 


Tariff to Precede Bonus 


The prediction I ventured to make 
a fortnight ago that the Senate would 
not lay aside the tariff bill to consider 
the soldiers’ bonus measure has been 
verified by the highest possible au- 
thority. A formal conference of Re- 
publican Senators held during the past 
week decided by a substantial majority 
to keep the tariff bill to the fore, and 
to give it the right-of-way over all 
measures except current appropriation 
bills. Immediately after, the Senate, 
by the overwhelming vote of fifty-two 
to eight, indorsed this program. 

A sop was thrown to the advocates 
of the bonus, however. The conference, 
and later the Senate itself, led by the 
Republican leaders, agreed to consider 
the bonus bill immediately after the 
passage of the tariff measure, presum- 
ably while that measure is in confer- 
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ence, and to remain in session until the 
bonus bill is disposed of. 

This means a long hard summer for 
both houses of Congress, with little 
prospect of a recess before the Con- 
gressional elections in November. Po- 
litical fences will probably be in a pretty 
bad state of repair before Senators and 
Representatives are able to go home 
and give them attention. Many oppor- 
tunities will be afforded to test the 
question as to whether it is wiser for 
a Congressman to do his duty by stick- 
ing to his job in Washington or to go 
back home and rub elbows with the folks 
of his district before election day rolls 
around. 


How to Pay the Piper 


With the prospect that the soldiers’ 
bonus bill will be passed at the present 
session, interest is renewed in the ques- 
tion as to how the money is to be 
provided to meet the tremendous drafts 
on the Treasury that will follow. The 
sum total can only be roughly esti- 
mated, the figures ranging from $3,500,- 
000,000 up—and very far up. 


Sargent Holds Sales Convention 


The eighteenth annual Sargent sales 
convention was held in the convention 
hall at the factory in New Haven, Conn., 
during the week commencing Monday, 
June 5, and ending on Friday, June 9. 
The salesmen and executives of the 
New York and Chicago offices to the 
number of fifty were quartered at the 
Hotel Taft during the session, 

President H. B. Sargent presided at 
the daily sessions and the opening day, 
after extending greetings to those pres- 
ent, spoke feelingly of the three promi- 
nent members of the organization who 
died during the past year: C. H. Brad- 
ford, one of the oldest employees, who 
had been connected with Sargent & Co. 
since 1858; James Denny, traveling 
representative for New England, with 
Sargent & Co. since 1888, and J. J. 
Dunn, who met an untimely death dur- 
ing the year, after having served his 
employers since 1890. 

Morning and afternoon sessions were 
held each day and the latter part of 
each afternoon was devoted to factory 
tours, giving the salesmen an oppor- 
tunity to view the manufacturing of 
the goods which they sell, thus giving 
them an opportunity to appreciate man- 
ufacturing problems. 

On Tuesday evening, June 6, the sales- 
men and factory heads of departments 
were entertained by the management at 
a dinner in the ball room of the Hotel 
Taft. E. E, Lord served in the capacity 
of toastmaster and called upon Presi- 
dent H. B. Sargent, G. F. Wiepert, sales- 
manager, and W. H. Spencer, export 
manager, for brief remarks. Each man 
in attendance was presented with a 
handsome leather key case, embossed 
with the Sargent trademark, as a souve- 
nir. The Sargent male quartet and the 
Sargent orchestra furnished the music. 

On Thursday evening, after the day’s 
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The most experienced observers be- 
lieve that the bill as passed by the 
Senate will authorize the Secretary of 
the Treasury to pay the bonus from 
the interest received on our foreign 
war loans, a part of which will soon be 
flowing into the Treasury. This plan 
does not appeal to the President or 
to the Secretary of the Treasury, who 
feel that this particular source of in- 
come is too uncertain upon which to 
pledge payments which must be made 
with regularity when once they have 
been authorized. 

I do not believe, however, that the 
President will veto the bonus bill if 
the interest on our foreign loans is 
made the basis of payments. But his 
face is firmly set against any proposi- 
tion to meet the bonus obligation out 
of current treasury receipts. 

Labor Opposes Sales Tax 

The retail sales tax as a method of 
raising revenue to pay the bonus re- 
ceived another black eye during the past 
week. The American Federation of 
Labor at its annual convention held in 


had been concluded, the sales- 
men and executives motored thirty miles 
to the interesting country estate of 
E. E. Lord of Killingworth, where a 
genuine sheep barbecue was served, 
followed by a unique entertainment, 
and this trip proved to be one of the 
most delightful events of the 
week. 

The convention was brought to a close 
on Fride. afternoon with a talk by 
Sales Manager G. F. Wiepert, who com- 
plimented the present 
splendid interest which had been dis- 
played and exhorted them to greater 
effort during the coming year. 
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Big Building in Kingsville 

In the May 11 issue of HARDWARE 
AGE the story was told of a co-opera- 
tive movement in house and office build- 
ing inaugurated by the Kingsville Lum- 
ber Co., Kingsville, Tex. Since that 
time the following program of build- 
ing has been done in Kingsville: New 
homes, 20; additions (one to eight 
rooms), 5; roofs, 2; sleeping porches, 
8; other porches, 3; baths installed, 
20; residential garages, 7; commercial 
garages; stores, American Legion au- 
ditorium; motion picture house. Total 
value is in excess of $100,000. 


Evan I. Reed Continues 


The Evan I. Reed Manufacturing Co., 
Sterling, Ill., as a result of a fire on 
March 24, has taken over the entire 
plant of Moore Motor Co., Danville, 
and will continue their line of household 
conveniences. 


Grey Leaves Ellis 


Malcolm D. Grey, formerly associated 
with A. F. Ellis, is now connected with 
The Eastern Corrugated Container Co. 





43 


Cincinnati adopted resolutions oppos- 
ing the sales tax, regardless of the pur- 
pose for which the money is to be used. 
Incidentally the Federation issued a 
warning that an attempt will be made 
in the Senate to put through a sales 
tax with which to pay the bonus and 
called upon all the friends of labor to 
fight it tooth and nail. Thus organized 
labor has joined the farm bloc on this 
national issue, 

A significant incident of the conven- 
tion was the adoption of another resolu- 
tion urging co-operation 
ganized labor and the farmers in 
half of mutual legislation. In thi 
nection the committee report said that 
“the drawing together of the farmers 
and the organized wage two 
large groups with so many political and 
economic contacts, is a portent of labor 
} 


petween or- 
be- 


§ con- 


earners, 











legislative accomplishments in the 
future.” 

With the labor bloc and the farm 
bloc united in the Senate and House 
the unfortunate citizen who ngs to 

bloc at all will soon have very little 


no 





10ow for his white alley 


Actuating Farm Gate Co. to 
Move 
The 
Paul, plant 
formerly occupied by the National 
Melting Co., Elyria, Ohio, and will move 
to that city. company will manu- 
facture stee] on gates, fence and 


rr 






wire goods 


amentai steel and 


Federal Cartridge to Start 
Operations 





The Fed Cartridge Corporat 
at es at Anoka, Minn., and 
t Minnea as ab- 
Process 





Hi-Power shot shells will 


Sales will 


dealers only, according 
ven out by Charles L. Ho 
al manager of the company) 





Gong Bell Obtains Patent 


The Gong Bell Manufacturing 
East Hampton, Conn., has issued a no- 
tice to trade substantiating its 
claims to the toy telephone k 
“Plaphone-600” which was placed upon 
the market a year ago. This has been 





the 
the 





done by virtue of the issuance of 
Patent No. 1,419,902 dated June i 
1922, which has controlling claims. 
The company announces that it is 
in a position to bring action against 
all those manufacturing, using or sell- 
ing devices which infringe upon this 
patent. 

Norman Freeman & Co., 5511 Euclid 
Avenue, Cleveland, Ohio, have an- 


nounced that they are going to 
builders’ hardware department to their 


line. 


add a 
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Featuring a Ten and Twenty-five Cent Counter—Good 
Ad on Cattle Spray— Advertising Ford-size Tires 


Of Interest to Every Stock Raiser 


No. 1 (2 cols. x 5 in.). 


Flies are a real pest to cattle, caus- 
ing loss of milk and in the case of 
horses, mules and calves, loss of weight 
and consequent poor condition. Here 
is a remedy and it is well presented. 

This copy is so informing that there 
is nothing left for the farmer to do but 
to order the liquid. .The economy 
thought is a good one as are also the 
points made regarding the harmiess- 
ness of the preparation and the fact 
that it does not injure the coat. 

Then the chief sales point is in- 
troduced—the prevention of loss of 
milk and loss of weight. The cuts 
show the method cf application and 
are very well handled. This ad was 
used in Larrabee’s Hardware News, 


$0-B0s'SO 


Rids All Stock ef Fly Nuisance 





It is a pure, oily liquid that sprays on in a fine 
spray, spreads and permeates quickly. A little 
goes a long ways. That’s why we say that it’s 
the cheapest fly repellent made. We guarantee 
So-Bos-So Kilfly to be absolutely harmless, not 
to thint milk, gum hair or blister the skin. 

Put up in handy quart, 2 quart, gallon and 5 
gallon containers. 

Does it pay to wait until you and your stock 
have felt the giscomforts of fly season? When 
the cow drops off in.milk flow it’s hard and takes 
long to get her back to the same producing point. 


When the cow, mule, horse or calf has ropped 
off in flesh how much harder it is to bring ‘em 
back than to have kept ’em in condition! 

Prepare now with a can of So-Bos-So Kilfly 
and our So-Bos-So Sprayer. Be ready for. the 
pesky flies when they come. 





JOHN E. LARRABEE CO., Inc. 











1—Just about now farmers must fight 
flies—the great cattle pest—and here 
is an ad that tells him how to do it 


ForBusy Housewives 
Our stock of helps for the busy housewives is a 


complete one as far aS the hardware line runs. We 
are now putting on a 


10 & 2bdc Counter 


that has many exceptionally good values. Especial 
values in aluminum ware are on the counter. They 
are worthy at least of a look-over to see what a 
Dime or a Quarter will buy NOW. 

This is the last week to put in a bid on the talk- 
ing machine to be auctioned off May 31st. Better 
put in your bid. 


ade |W 'T Breeze. 
ahi) 


Hardware. 











Brooksville, Kw 





Harness. Stoves? Auto Supplies. 





—The hardware counter competition of the 10-cent store and the department store is 
nullified by this plan of W. T. Breeze 


published by J. E. Larrabee Co., Inc., 
of Amsterdam, N. Y. The News, edited 


by Harry Billington, is one of the most 
interesting and forceful of the many 
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store papers that come to our desk. 
Its monthly visits are anticipated with 
pleasure 


How About That Ten Cent Counter? 


No. 2 (3 cols. x 9 in.). 

A while ago, we offered the sugges- 
tion in this department that the best 
way to compete with the 10 cent store 
and the department store hardware 
counters was to feature a similar coun- 
ter to draw in the people, giving the 
salesmen a chance to sell other goods. 

We notice several dealers have 


——- -_ 





GOODSVEAR | 





Service, Station 






We carry a complete stock 
of tires and tubes in all sizes. 

The quality is the best and 
the prices right. 


30 x 3 smooth tread $9.35 
30 x 3 1-2 rough tread $10.40 
30x3 tube Heavy $1,60 
30x3 1-2 tube Heavy $1.90 


Also a complete line of Ford parts 
and auto accessories, 





E. M. MULLIKEN & SONS 





3—-There’s plenty of Ford tire business 
to be had anywhere if you say it with 
snap as Mulliken has 


adopted this suggestion, the latest be- 
ing W. T. Breeze, Brooksville, Ky. Here 
is the ad and a very good one it is. 
Lhe cembination of cut and copy will 
make many curious to inspect Mr. 
Breeze’s 10 cent counter. 


After Ford Tire Business 


No. 3 (2 cols. x 8 in.). 

The unceasing procession of flivvers 
no doubt inspired this tire ad sent us 
by E. M. Mulliken & Sons, Humboldt, 
Til. It appeared in Mulliken’s Messenger, 
the firm’s store paper, and while we 
mention this paper, we want to con- 
gratulate its editor, Paul M. Mulliken, 
on getting out a very readable sheet. 
The Messenger has that ideal combina- 
tion of local news and store items which 
makes it difficult for the reader to pass 
it by. As we have before stated, how- 
ever, each and every store paper ad 
should bear the firm’s signature. 


More Idle Talks 


No. 4 (3 cols. x 14 in.). 

Last week we reproduced the first 
ad in the series of Idle Talks prepared 
by Earl Nesbit for Curfman & Son, 
Tarkio, Mo. Here is the follow-up 
which is the tale of what the “Idle 
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MORE Tdle Calks of Qo osm Tdle Fellow 


Remember. my promenade of last week’s 
iesue? The. promised visit? With sincerity 
and enthusiasm begot of another look at 
those attractive windows, the trip, rather 
inspection, was made. I entered their por- 
tale for a few minutes and stayed a few 
hours. That store isa filled with interest 
from front to alley, ceiling to floor, 
basement to roof plus a side annex: So, 
with equal: sincerity and greater enthusiam, 
here’s an exact account of the visit. 

On entering, a bright and smiling 
clerk literally sprang ‘forward to greet me. 
“Shep” I heard them later call him. “What 
can we do for you this fine morning?” he 
requested. “Nothing,” I replied, attracted 
by his pleasant manner. “Just lookin’ 
round.” And just as pleasantly, he al- 
lowed me. to stroll on back--back past a 
Copper Clad Kitchen Range. Now I happen to 
know that the Copper Clad represents the 
ultimate in quality cooking etovee. The 
etart it gave me to find them on display in 
a town thie size, brought forth the’thought: 
“They’re certainly up-to-date in merchan- 
dise.” 

Then I came upon an elderly, heavy set 
gentleman behind the Nail Counter. I spent 
a quarter of an hour right there. He was a 
bit wheezy dnd eomewhat crippled from rheu- 
matiem; but Man, how he did know the Hard- 
ware business. Been in it for F-0-R-T-Y 
O-N-E years. Not exactly in this store for 
it hae grown’ and grown from a very small 
start. But, in this town. Tell me he 
doesn’t understand the needs of this com- 
munity? Why, he’s an absolute find. He 
knows of steel posts that he sold ten years 
ego--knowse the satisfaction they have given 
and the perfect condition they fre in to- 
day. It seems to be hie pride to put out 
goods that will stand the gaff. Hie glory 
their succeseful history. How I would 
treasure hie advice in matters pertaining 
to hardware. 

While talking with this gentleman, I 
notieed a younger man seated at a desk in 
one corner of the building. There seemed 
to be a family resemblance ‘tween the two 
“Probably his,eon,” thot I, “Let in for an 
easy snap with dad.” He appeared to be 
pouring over a catalogue. Horrore!> It 
looked very much like a Montgomery Ward-or 
Seard and Sawbuck. .I sneaked behind him, 
and, looking over his shoulder saw 

There goes the dinner bell. May be 
idle but I never miss a chance to eat. Have 
to tell the rest next week. And the rest 
of that store labeled 


CURFMAN & SON 


HARDWARE 





wee 








ig a great plenty. Wateh 
and wait for it. 


4—This ad is notable for the intimate glimpse it provides of the hardware store 


and its personnel 


Fellow” found on sauntering through 
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These ads have created considerable 


Curfman’s store. In this talk, Mr. Nes- comment in and about Tarkio and from 
bit has succeeded in portraying the in- them, the harware man may piece to- 
dividuality of the store while giving an gether a similar campaign for his own 


intimate glimpse of the personnel. store. 
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MARKET REPORTS 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 
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NEW YORK 


Office of HARDWARE AGE, 
239 West 39th Street, 
New York, June 26. 


YEVERAL price changes were made during 
kJ the past week by local jobbers which 
show a stiffening tendency in the market. 
Among the important changes were: 

Coes wrenches were advanced 10 per cent. 

Bolts and nuts were advanced approximately 15 per 
cent. 

Copper rivets and burrs were advanced 10 per cent. 

Bright wire goods were advanced 10 per cent. 

Railroad picks were advanced 10 per cent. 

Slight readjustments were made by some of the local 
jobbers on sandpaper and emery cloth, but these were 
minor local changes. 


Price 
Changes 


Local f keene is a decided shortage in the local 

market for machine screw products and 
brass wood screws. Jobbers also state that 
there are also shortages in higher grade lawn mowers, 
and to some extent in bolts and nuts. The reasons given 
for these shortages are that the demand for radio equip- 
ment has exhausted the supplies of machine screw prod- 
ucts; that the building demands have depleted the local 
supply of brass wood screws and to some extent bolts and 
nuts, and that the lateness of the season has deterred 
some jobbers from reordering lawn mowers, except in 
small quantities. 


Shortages 


Axes. — Price readjustments were 


UYING activity in the local market during 

the past week showed a slight falling off, 
which jobbers attribute to the fact that the 
demand for most seasonable articles has been satisfied. 
“Pick-up” business continues fairly brisk with particular 
interest being shown for screen cloth, contractors’ bar- 
rows, poultry netting, hose reels, ice tongs and machine 
screw products. 


Current 
Demands 


Strike 
Talk 


T is expected by the majority of business 

men interviewed during the past week that 
the threatened railroad strike July 1 will not 
materialize to the extent of tying up traffic. The con- 
sensus of opinion is that the strike talk is mainly bluff, 
although there are some who believe that the threatened 
strike may cause temporary inconvenience for possibly 
three or four weeks. The attitude of railroad officials is 
that the strike, if it comes, will not interfere with busi- 
ness for any length of time. 


Future ‘erces orders for fall shipment, some job- 

bers report, although relatively small, are 
better than they were last winter for spring 
“futures.” The comparison is said to be both noticeable 
and significant. Fall orders that have been received are 
said to be for such articles as axes, sleds, and snow 
shovels, These orders are principally from the rural dis- 
tricts. 


Business 


active, generally, throughout this sec- 








made by some of the local jobbers dur- 
ing the past week on this item. Inter- 
est at present is not particularly active, 
although there is said to be a fairly 
good volume of “pick-up” business and 
some fall inquiries. 

Jobbers’ quotations, f.o.b. New York: 

Ordinary grade handled axes, 3 to 4 Ib., 
$13.25 per doz. net; 3% to 4% Ib., $13.75 
per doz. net; 4 to 5 lb., $14.25 per doz. net; 
4144 to 5% Ib., $14.75 per doz. net; 5% Ib. 
solid, $15.50 per doz. net. 

Flint edge axes, 3 to 4 Ib., $15.25 per 
doz. net; 3% to 4%4 lb., $15.75 per doz. net; 
4 to 5 Ib., $16.25 per doz. net. 

Connecticut pattern axes, 3 to 3% Ib., 
$15 per doz. net; 34% to 4 Ib., $15.50 per 
doz. net; 4 to 5 lb., $16 per doz. net. 

Binders’ Twine.—Interest continues 
in this line at steady prices. 

Jobbers’ quotations, f.o.b. New York: 

Binder twine is being quoted at $5.50 per 
50-Ib. ball. 


Blank Cartridges.—A Fourth of July 
demand became active for these articles 
last week. Most of the business, how- 
ever, is of a “pick-up” nature, 


Jobbers’ quotations f.o.b. New York: 

Center fire blank cartridges, 25 and 2 per 
cent off. Rim fire blank cartridges, 10 and 
7% per cent off. Standard lists. 


Bolts and Nuts.—An advance of ap- 
proximately 15 per cent was made dur- 


ing the past week by loca] jobbers. The 
reason for the advance, according to 
jobbers, is that bolts were being sold 
below production and overhead costs, 
and that the demand has necessitated 
increased manufacturing expenses. The 
local demand at present is consistent, 
but not large, except for a few items. 


Jobbers’ quotations f.o.b. New York: 

Square nuts, 4% in., 16c. per Ib.; 5/16 in., 
15e. per lb.; % in., 13c. per Ib., 7/16 in., 
12c. per Ilb.; % in., llc. per lb.; % in., 
10c. per lb.; % in., 9c. per lb. 

Common carriage bolts, % x6 in. and 
smaller, 40 and 10 per cent to 40 per cent; 
larger and thicker, 40 and 10 per cent to 
40 per cent. 

Machine bolts, % x 4 and smaller, 50 and 
10 to 50 per cent off; longer and thicker, 
50 and 10 to 50 per cent. 

Lag screws, 50 and 10 per cent to 50, 
10 and 5 per cent. 

Semi-finished hexagon bolts, 9/16 and 
smaller, 75 per cent; larger and thicker, 
70 per cent. 

Tinners’ rivets, 60 per cent. 

Hexagon machine screw nuts, iron, 50 per 
cent, brass 4/32 x 14/26, 75 and 5 per cent 
from new list. 


Toggle bolts, steel bright finish, 75 per 
cent. 

Stove bolts, 80 and 10 per cent to 80 
per cent. 


Iron rivets, 60 per cent. Solid copper 
rivets, 45 per cent. 

Lock washers, 3/16 to % in., 70 and 10 
per cent; 9/16 to % in., 60 per cent; 11/16 
to 1 in., 40 per cent. 


Builders’ Hardware.—This market is 


tion. The cheaper grade goods are 
most in demand. Prices are firm and 
the tendencies indicate that if any 
changes are to be made in the near 
future they will probably be in the 
nature of advances. Because of the 
fact that factories are busy, contract 
orders, it is said, are not beig filled 
very rapidly. 

Cider Presses.—Slight interest has 
developed recently for quotations on 
these articles. Little real activity, how- 
ever, has developed as yet. 

Jobbers’ quotations, f.0.b. New York: 

Cider Presses.—8%x10 in. tub, 1 in. 
screw, weight 50 lIb., $6.25 each; 10%,x 12 
in. tub, 1% in. screw, weight 70 Ib., $7.35 
each; 114%x12 in. tub, 14% in. screw, 
weight 90 Ib., $9.45 each; 13x14 in. tub, 
1% in. schew, weight 125 Ib., $12.25 each; 
berry crusher, weight 20 lb., $6.15 each. 

Crab Traps and Nets.—Sales are re- 
ported to be brisk for these items. 
Stocks are in good conditions and prices 
steady. 

Jobbers’ quotations, f.o.b. New York: 

Crab traps, regulation size, $8 per doz.; 
long handle crab nets, $3.85 per doz. 

Dry Cell Batteries.—There seems to 
be a good interest for batteries. Prices 
are steady and stocks ample. 
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Jobbers, quotations, f.o.b. New York: 

The average wholesale quotation on dry 
cell batteries in the local market is 28c. 
each. 


Files—A good “pick-up” business 
was reported last week for these 
articles. It may be said, incidentally, 
that there seems to be a good demand 
for carpenters’ and mechanics’ tools, 
and more particularly for saws, which 
some jobbers allege are difficult to ob- 
tain in some of the better grade lines. 


Jobbers, quotations, f.o.b. New York: 

The average discount being quoted in 
the local market on standard brands of files 
is 60 per cent off list. For second quality 
files the average quotation is 75 and 5 per 
cent off list. 

Galvanized Pails —Demands are con- 
sistent, prices are firm and stocks am- 
ple in this line. 

Jobbers’ quotations, f.o.b. New_York: 


Light galvanized pails, 8-qt., $2.15 per 
doz.; 10-qt., $2.30 per doz. ; 12-qt., $3. 2.50 per 
) ay 14-at., 2.85 per doz.; 16-qt., $3.45 per 

oz. 

Heavy galvanized pails, 12-qt., $3.35 per 
doz. ; 14-qt., $3.65 per doz; 16-qt., $4.25 per 
doz. 


Garden Hose.—There is still a good 
demand for hose. Prices are steady 
and stocks are sufficient to meet all 
current needs, jobbers say. 


Jobbers’ quotations, f.o.b. New Yofk: 

Rubber garden hose, %™ in., standard 
oy is being quoted from llc. to l4c. 
per ft. 

Hose nozzles, $6.25 per doz. 


Hose Clamps and Couplings.—“Con- 
sistent pick-up” business is reported in 
this line. No price changes are ex- 
nected. 


Jobbers’ quotations, f.o.b. New York: 

Brass hose clamps, for %-in. hose, 42c. 
per doz. Steel hose clamps, for %-in. hose, 
37c. per doz. . Clinching hose couplings for 
54-in. hose, $2. 65 per doz. rought brass 
hose couplings for %-in. hose, $1.45 per 
doz. For %-in. hose, $1.45 per doz. For 
%-in. hose, $1.45 per doz. 


Hose Reels.—Some jobbers report 
slight shortages although others state 
that stocks are adequate to meet all the 
late season demands. Prices are strong. 


Jobbers’ quotations, f.o.b. New York: 

Hose reels, all metal with channel steel 
frame, cast iron wheels, 9-in. corrugated 
steel drum, steel arms, enameled green and 
black, capacity 100 ft. %-in. hose, $25.25 
per doz. net. Same with steel rope, elec- 
trically welded together, japanned, galvan- 
ized steel drum, diameter of wheel 21% 
in., length of handle 28 in., capacity 100 ft. 
of garden hose, $30 per doz. net. Same, 
all metal tubular frame, corrugated, gal- 
vanized steel drum, tubular steel wheels, 
enameled green, height of reel 21 in., capac- 
ity 100 ft., $42 per doz. net. Same with 
height of reel 24 in., 100 ft. capacity, $48 
per doz. net. 


Garden Barrows.—Although interest 
is not as active as it was in this line, 
small orders are still being received by 
local jobbers. A good fall business is 
anticipated. 


Jobbers’ quotations, f.o.b. New York: 

Garden barrows, medium size, folding 
steel frame, steel wheel, hardwood sides 
and handle, $68 per doz. net. Garden bar- 
rows, length of handle 4 ft. 4 in., diameter 
of wheel 16 in., face of wheel 1 in., hub 12 
in. long, size of body 8 in. high, 23 in. long, 
17 in. wide at handle end, 12% in. at wheel 
end; weight 27 Ib., $4. 70 each. Garden 

rrow, 5 ft. handles, diameter of wheel 
18 in., face of wheel 1% in., hub 12 in. long; 
size of body 10 in. high, 28 in. long, 19% 
in. wide at handle end, 15% in. at wheel 
end, Le 42 lb., $5.40 each. Garden bar- 


row, handle, diameter wheel 20 in. 
face 1 in , hub 15 in. long, size of body 
10 in igh, 28 in. long, in. wide at 


handle end, 19 in. wide at rear end, 50 Ib., 
6 each. Same, with 5 ft. 3 in. handles, 
diameter wheel 20 in., base of wheel 1% in., 
hub 18 in. long, body 10% in. high, 29 
tone, 25 in. wide at handle one. 21% 

wheel end, weight 60 Ib., $6.65 each. Some, 

with size of body 14 in. high, 29 in. long, 
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24% in. wide at handle end, 21% in. at 
wheel end, weight 65 Ib., said to. hold 6 
cu. ft., $7.35 each. 


Ice Cream Freezers.—Buying is not 
active, although many jobbers profess 
to believe that it will develop within 
the next few weeks. Prices are firm, 
and stocks are reported to be adequate. 


Jobbers’ quotations, f.o.b. New York: 

Triple motion freezers, 1-qt., $2.43 net; 
2-qt., $2.83 net; 3-qt., $3.27 net; 4-qt., $4.13 
net; 6-qt., $5.23 net. 

Vacuum freezers, 1-qt., $2.67 to $3.33 net; 
2-qt., $4 net; 4-qt., $6.67 net. 

Ice Picks.—Local interest is fair, 
prices are firm and stocks good. 

Jobbers’ quotations, f.o.b. New York: 

Needle point ice picks, 5%-in. blade 
shank and head formed of one piece of 
steel, handle stained black, $3.43 per doz 
net. Same with a hexagonal iron band, 


$5.74 per doz. net. 

Ice chisel, heavy polished steel blade, oak 
handle, nickel plated iron bands, $1.60 per 
doz. net. Ice chipper, 6 crucible needle 
points, tempered, malleable iron frame, 
tinned, wood handle, length over all 9% in., 
$3 per doz. net. 


Ice Tongs.—Increased activity was 
reported during the past week. Prices 
are steady, stocks ample. 


Jobbers’ quotations, f.0.b. New York: 
Ice tongs. New York pattern, 11 in., $9 
to $11.40 per doz.; 14 in., $11.50 to $13 per 
doz.; 17 in., $13. 50 to $16. 20 per doz. _ 
in., Boston pattern, $14.5 17 in., $16.5 
20 in., $18.60; 24 in., $21.66 per doz. Srless 
differ ‘according to quality. 


Lanterns. — Interest is sluggish. 
Prices are firm, and stocks are reported 
to be in good condition. A good fall 
business is expected. 


Jobbers’ quotations, f.o.b. New York: 

Hy-Lo tin lanterns, $7.5! ) to $8 per doz 
Victor tin lanterns, $8.25 per doz. Monarch 
tin lanterns, $8.25 per doz. Little Star 
tin lanterns, $8 per doz. O. K. tin lanterns, 
$9.25 per doz. Royal tin lanterns, $9.75 
per doz. Junior tin lanterns, $8.60 per doz. 
Junior brass lanterns, $15.75 per doz. No. 2 
Blizzard tin lanterns, $13 per doz. Same 
with brass fount and top, $19 per doz. 
Large fount Blizzard lanterns, $14.25 
Little Wizard, tin lanterns, $9.85. De-Lite 
tin lanterns, $13. Fagg wagon lantern, 
with bull's eye _ ns, $17.25. Roadster wagon 
lanterns, $18.2 Eureka, driving lantern, 
with plain lens, $17.5 Watchmen’s mill 
lanterns, enamel finish, "$22 per doz. Bliz- 
zard mill lantern, enamel finish, $31 per 
doz. Boy Scout, lanterns, height over all 
7% in., fount capacity 10 hours, $6 per doz. 


Linseed Oil—No marked changes 
occurred during the past week in this 
market. Prices seem to be temporarily 
steady, and the demand is rather 
“snotty.” 


Prices to dealers, f.0.b. New York: 

Linseed oil in lots less than 5 bbl., 
per gal. In lots of 5 bbl. or more, 86c. per 
gal. Calcutta linseed oil in bbl.. $1 per gal. 
Boiled oil is 2c. extra, double boiled oil is 
3c. extra and oil in half barrels is 5c. per 
gal. additional. 


Lawn Mowers.—Shortages continue, 
according to some of the local jobbers, 
for both cheap and high grade mowers. 
Some firms report that stocks are ex- 
hausted. 


Jobbers’ quotations, f.o.b. New York: 
Lawn mowers, 3 blades, adjustable bear- 
ings, 8-in. side wheel, finished in pea green, 


89c. 


gold striped, 10-in., $5 each net; 12-in., $5 
each net; 14-in., $5.30 each net; 16-in., $5.60 
each net; 18-in., $5.95 each net. Ball bear- 


ing lawn mowers, 3 blade, adjustable bear- 
ings, 18-in. drive wheels, finished in gold, 
aluminum and blue, 12-in., $6.35 each net; 
14-in., $6.70 each net; 16-in., $7.05 each net; 
10%4-in. raised open drive wheel, 4 tem- 
ered steel blades, reel 6-in. diameter, fin- 
ished in aluminum, gold and green, red and 
old striped, $9.25 each net. Same, 16-in., 


9.75 each net; same, 18-in., $10.25 each 
net; 20-in., $10.85 each net. 
Grass catchers, wire frame, adjustable 


heavy iron bottom, white duck, for mowers 
12 to 16-in., $10.53 per doz. net. Same for 
mowers 16 to 20-in., $13.13 per doz. net. 


Lawn Rollers.—There continues to be 








47 


little interest 
Prices are firm. 


Jobbers, quotations, f.0.b - 

Water weight lawn rollers, 46 Ib., $18.50 
list; 76 Ib., $22.25 list; 95 Ib., $25.75 list. 
The present discount quoted by local job- 
bers is 30 per cent off list. 


quite a 
articles. 


shown these 


New York: 


Nails.—No market changes have been 
reported. Buying is active, and stocks 
are uncertain. 

Jobbers, quotations, 


Wire nails, $3.35 base 
$2.90 base per keg 


f.0.b. New York: 
per keg. Cut nails, 

Coated nails, $3 to 

$3.15 base per keg Wire nails and brads, 

in small lots, 75 to 10 per cent off list. 
Roofing nails, per 100 lb., $7.25 for gal- 

— and $5.25 plain. This applies to 
x 


Screen Cloth.—Activity still features 
this line. Prices are stiff and stocks 
are reported to be rather light. 


f.o.b. New York: 
12 mesh, $2.15 per 100 


Jobbe rs’ quotations, 

Black screen cloth, 
sq ft. net 

Screen cloth of 
double zinc coated 
$2.65 per 100 sq. ft 
per 100 sq. ft. 

Bright galvanized screen cloth, with cop- 
per selvage, 12 mesh, $4.25 per 100 sq. ft. 7 
14 mesh $4. 50; 13 mesh, extra heavy, $5.75. 


Shovels.—Fourth grade long handle 
shovels are at present very much in 
demand. Stocks are plentiful and 
prices firm. 


white satin finish and 
after weaving, 12 mesh, 
Same, 13 mesh, $4.40 


Jobbers’ quotations, f.o.b. New York: 
Fourth grade long handle shovels, round 
and square point, $11 per doz. 
Sprinklers.—Interest is reported to 
be good, stocks adequate, prices firm. 
Jobbers’ quotations, f.0.b. New York: 
Galvanized sprinklers, 4-qt., $6.35; 
$7.35; 8-qt., $8.15; 10-qt., $9.35; 12-qt., 
$10.65; 16-qt., $13.45; all per doz. net. 
Steel Barrows.—The building boom 
has increased the demand for steel con- 
tractors’ barrows. Stocks are reported 
to be fair. 
Jobbers’ quotations, 
Steel contractors’ barrows, with wooden 
frame, 3 cu. ft. capacity, $63.75 per doz. 
Concrete barrows, steel tray with wooden 
handles, 21%4 cu. ft. capacity, $84 per doz. 
Tubular steel barrow, 3 cu. ft. capacity, 
$102 per doz.; 4% cu. ft. capaci ty, $111 per 
doz.; 6 cu. ft. capacity, $15 4 per doz. 
Stove Pipe.—There is little current 
interest reported. Future orders have 
not materialized to any marked extent. 
Price tendencies are strong. 


f.0.b. New York: 









Jobbers’ quotations, f.o.b. New York: 
Black iron stove pipe, No. 28 gage, 12 
lengths in a bundle, 4 in., $1.60 per doz. 
lengths net; 4% in., $1.75 per doz. lengths 
5 in., $1.95 per doz lengths net; 5% 
2 per doz. lengths net; 6 in., $2 50 


n., $2.2: 
per doz. lengths net. 

Wire Goods.—Buying is still strong, 
although it lessened to some extent dur- 
ing the past week. Stocks are reported 
to be adequate to meet all present de- 
mands, 


Jobbers’ quotations, f.o.b. 
_ Poultry netting, galvanized 
ing, factory shipment, 50, 
New York stock, 45 to 
netting, galvanized before weaving, factory 
shipment, 50-10-5 per cent. 

Square mesh wire cloth, 2 x 2, 
stock, $4.75 to $5 per 100 sq. ft 

Window Glass.—It is said that a 
good deal of the window glass that is 
being used on local construction jobs 
is coming principally from the West. 
The demand is at present for the 
cheaper grades of glass. Plate glass 
is scarce. Prices are firm. 


Prices to dealers, f.0.b. New York: 


New York: 
after weav- 

5 per cent; from 

50 percent. Poultry 


New York 


A single, 84 per cent: B single, 86 per 
cent; A double, 85 per cent; B double, 88 
per cent. List of March 1, 1913. 








Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, Ill, June 24. 
OOD business continues in this 
(5 section. There are signs of in- 
creased sales in many lines, and 
it is next to impossible to find a line 
on which the prices have not either 
stiffened or become more firm. There 
is no question about the market being 
on an upward grade with prices show- 
ing a tendency to advance more. There 
is nothing to indicate at this time that 
any reductions are in sight or are con- 
templated in the near future. 

The steel market continues to be very 
active and labor is more in demand. 
Road orders have picked up and indica- 
tions from all sections point to a large 
increase of consumption. There were 
quite a few lines marked up in this 
territory this week. Bolts and nuts 
were advanced as well as turpentine, 
screws, steel sheets and rim locks and 
latches. The only decline noticed was 
on linseed oil which reached a very 
high point some time ago. 

There seems to be some confidence in 
an early settlement of the coal strike, 
and the fear of rail workers’ reductions 
resulting in a widespread strike seems 
to have passed. The coal strike, so far, 
has failed to halt activity and with in- 
creasing confidence the prices have be- 
come more stabilized. Considering the 
economy with which manufacturers and 
mills have treated their coal supplies, 
making their production keep well with- 
in limits, it is noted that they have all 
had to increase their production in 
order to keep up with the demand for 
their products. 

The building activity has shown no 
signs of slowing down despite a large 
number of vacant apartments. The 
permits last week numbered 315 with a 
value of over $8,000,000, against 186 
permits valued at $1,290,150 the same 
week last year. This rate of about 300 
permits per week has been keeping up 
for some months. While the permit 
does not mean that operations will start 
at once, it means that this work will be 
started as soon as possible. The house 
shortage has been keenly felt through- 
out the country and building activities 
are just getting under way in those 
places. 

A noticeable case of this increased 
activity came up the other day when 
the Aurora, Ill., Building and Loan 
Association could not take care of the 
demands made upon it by the citizens 
building their own homes. A campaign 
was started and $1,500,000 stock was 
subscribed to the association so they 
would have the necessary additional 
funds to accommodate the unusually 
heavy demand for loans to build homes. 

Due to the lateness of the season and 
the fact that little merchandise was 
specified for future delivery, the usual 
shipping dates for seasonable merchan- 
dise have been considerably later this 
year. There is still a brisk demand for 
articles which, under ordinary circum- 
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stances, would have been shipped long 
ago. As stated before, certain short- 
ages have developed which have helped 
to slow up prompt deliveries. 

The national convention of hardware 
dealers closed here the 23d, and while 
time was not hanging heavy on any of 
the delegates or visitors, it is believed 
they had an opportunity of getting a 
good view of Chicago markets and some 
nice business was placed. There cer- 
tainly was a lot of good to be gained 
from the convention and the large num- 
ber who came were well repaid for their 
trip. 

Automobile Accessories.—Sales are 
constantly improving with advent of 
more favorable touring weather. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 46 Reliable jacks, $2.65 each ; 
lots of 10, $2.25 each; twin-cylinder foot 
pumps, $1.35 each; doz. lots, $15; Simplex 
jacks, No. 36, $1.75 each; doz. lots each, 
$1.60; Weed chains, single lots, 25 per cent 
discount; doz. lots, 3344 per cent discount; 
gray inner tubes, 30 x 3%, $1.85 each; red 
inner tubes, 30 x 3%, $1.90 each; Bethle- 
hem spark plugs, 36c. each; Bethlehem 
spark plug, mica type, 60c. each; Bethlehem 
spark plug, standard porcelain type, 58c.; 
Splitdorf plugs, 58c. each; lots of 100, 56c. 
each; Splitdorf plugs, special for Fords, 
50c. each; lots of 100, 48c. each; Champion 
X plugs, 45c. each; lots of 100, 43c. each; 
Champion 0 plugs, 538c. each; lots of 100, 
50c. each; Hercules Giant, 60c. each; Her- 
cules Junior, 35c. each. 


Axes.—Orders for fall delivery are 
coming in increasingly better volume. 
There is not much current business ex- 
cept on “leaders.” Prices were recently 
reduced. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality single bitted un- 
handled axes, 3 to 4 $10.50 doz. base; 
double bitted, $15.50 doz. base; good quality 
black unhandled axes, same weight, single 
bitted, $9.50 doz. base; single bitted handled 
axes, $11.25 to $18.50 per doz. according to 
quality and to grade of handie. 

Bicycles and Tires.—Sales show fair 
improvement, but are still considered 
low. Sales of sundries are good. 


Binder Twine.—Prices seem steady 
and demand is considered fair. Some 
small manufacturers are pretty well sold 
out, but there is still plenty on the 
market, 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Sisal and standard, 10c. per Ib.; 
standard manila, lic. per lb.; 600 ft. manila, 
12c. per Ib.; 650 ft. manila, 12%4c. per Ib.; 
pure manila, 18c. per Ib. 

Bolts and Nuts.—Ten per cent ad- 
vances have been reported last week, 
but local prices have been advanced 
as reported below. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts, 50-5 per cent 
off lists; small carriage bolts, 60 per cent 
off list; large sized machine bolts, 50-10-5 
per cent off list; small sized machine bolts, 
60-10 per cent off list; all stove bolts, 80 
per cent off list; all lag screws, 60 per cent 
off list. 

Builders’ Hardware.—The volume of 
business continues large and manufac- 
turers have withdrawn all special prices. 
Advances have been made notably in 
rim locks and latches. 


Chains.—Sales have been very active 
on all weldless types of light chains. 
Prices continue at same levels, which 
are considered fairly low. 


We quote from jobbers’ stocks, f.o.b. 
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Chicago: %-in. proof coil chains, $8 per 100 
lb.; weldless coil chains, 50-10 per cent off 
list; No. 00, 4% electric welded cow ties, 
$2.65 per doz. 

Copper Rivets and Burrs.—Sales con- 
tinue above records of recent years. 
Most manufacturers’ prices are ad- 
vanced, but no local advances as yet. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Copper rivets and burrs, 50 per 
cent discount. 

Eaves Trough and Conductor Pipe.— 
There has been no change in this mar- 
ket, although high prices are expected 
by July 1. Deliveries from some fac- 
tories are slow, indicating a large de- 
mand, but local orders are being filled 
promptly and completely. 


We quote from jobbers’ stocks, 
Chicago: 29 gage, 5-in. lap joint eaves 
trough, $4.30 per 100 ft.; 29 gage, 3-in. cor- 
rugated conductor pipe, $4.50 per 100 ft.; 
3-in. corrugated conductor elbows, $1.36 
per doz. 


Files—Sales are considered good and 
prices are firm. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: American files, 70 per cent off 
list; Nicholson files, 50-10-10 per cent off 
list; Disston files, 50-10-10 per cent off list; 
Black Diamond files, 50-10 per cent off list. 

Galvanized Ware.—Continued heavy 
orders of galvanized ware are being 
received. All extreme prices have been 
withdrawn by manufacturers. Manu- 
facturers advanced another 10 per cent 
last week. 


Glass and Putty.—Sales have slowed 
up to some extent, but there is still 
a fair demand. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Single strength A and_ single 
strength B, up to 25-in. bracket, 86 per 
cent off. Single strength A and single 
strength B, over 25-in. bracket, 85 per cent 
oft. Double strength A, all brackets, 85 per 
cent off. Double strength B, all brackets, 
87 per cent off. Putty in 100-lb. kits, $3.65; 
commercial putty, $3.60; glaziers’ points 
Nos. 1, 2 and 3, one doz. packages, 65c. 


Hammers.—A good demand continues 
for all grades, with no price changes. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 11% first quality nail ham- 
mers, $12 per doz.; competitive forged nail 
hammers, $6 to $9 per doz.; cast steel ham- 
mers, $4 per doz. 

Hatchets.—The demand is steadily 
better and is especially good on the 
popular priced goods. No recent price 
changes have been noted. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2, extra quality, broad 
hatchets, $16 per doz.; competitive grade, 
$12 doz.; warranted shingling hatchets, $12 
doz.; competitive forged shingling hatchets, 
$8 doz. 

Hickory Handles.—Prices on _ this 
market are exceptionally favorable, 
which insures continuance of the un- 
usually good demand. 


We quote from jobbers’ stocks, f.6.b. 
Chicago: No. 1 hickory axe handles, $3 
doz.; No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special 
second growth white hickory, $4.50 doz.; 
No. 1 hatchet and hammer handles, 80c. 
doz.; second growth hickory hatchet and 
hammer handles, $1.20 doz. 


Hose.—Due to increased demand, the 
factories are now seriously behind on 
orders. Some jobbers’ stocks are low 
and replenishments slow. Hose reels 
are also hard to obtain. 


f.o.b. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. molded reel hose, good 
quality, 1314c.; %-in. 3-ply good quality 
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duck hose, 13%4c.; %-in. 4-ply good quality 
fost hose, 16c.; %-in. 5-ply multiple hose, 
c. 


Ice Cream Freezers.—Sales are in- 
creasing at the start of the season and 
factories are falling behind on ship- 
ments. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: White Mountain, 1 qt., $2.45 each; 
2 qt., $2.85 each; 3 qt., $3.45 each; a 
$4.15 each; 6 qt., $5.25 each; 8 qt., $6.75 
each; 10 qt., $9 each; 12 qt., $10.80 each. 
Improved Arctic, 1 qt., $1.90 each; i 
$2.20 each; 3 qt., $2.72 each; 4 qt., $3.40 
each; 6 qt., $4.30 each; 8 qt., $5.55 each. 

Ice Skates.—Dealers are sending in 
orders for fall delivery, remembering 
the difficulty they had last season in 
getting deliveries, 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Key clamp rocker, men’s and 
boys’, bright finish, 70c. per pair; key clamp 
hockey, $1.03 per pair; half key clamp 
hockey, women’s and girls’, 96c. per pair; 
half key clamp hockey, women’s and- girls’, 
$1.26 per pair. 

Lace Leather.—Sales are very good. 


Hides have advanced. 


Lawn Mowers and Grass Catchers.— 
The demand continues good, although 
it has fallen off somewhat. Jobbers’ 
stocks are broken, but factories are 
making frequent shipments to their 
stocks, but have not been able to supply 
the demand promptly. 

We quote from_ jobbers’ stocks, f.o.b 
Chicago: 12-in., $5.20 each net; 14-in., $5.50 
each net; 16-in., $5.85 each net; 18-in., 
$6.20 each net. Ball bearing lawn mowers, 
4 blades, adjustable bearings, 8-in. drive 
wheel, finished in gold, aluminum and blue, 
14-in., each net; 16-in., $7.80 each 
net; 10%4-in. raised open drive wheel, 4 
tempered steel blades, reel 6-in. diameter, 
finished in aluminum, gold and green, red 
and gold striped, $9.50 each net; same, 
16-in., $9.95 each net; same, 18-in., $10945 
each net;.20-in., $11.15 each net. 

Grass catchers, wire frame, adjustable 
heavy iron bottom, white duck, for mowers 
12 to 16 in., $10.53 per doz. net, Same for 
mowers, 16 to 20-in., $13.13 per doz. net. 


Nails—Sales are very good and 
there is nothing in sight indicating an 
increased price. 

We quote from jobbers’ stocks, f.o.b. 


Chicago: Common wire nails, $3.10 per keg 
base. 


Oil Stoves.—Sales show a remarkable 
increase. In a measure, this has re- 
sulted from special displays put on by 
dealers all over the country. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 2-burner, less shelf, $10.85 each; 
8-burner, less shelf, $14.25 each; 4-burner, 
less shelf, $18 each; 2-burner shelf, $3.50 


each; 3-burner shelf, $4.25 each; 4-burner 
shelf, $5 each. 


Ornamental Fencing and Gates.—The 
demand for this line has been very 
heavy and factories are working to a 
large production. Note correction in 
36-in. single space fence. 


We quote from jobbers’ stocks, f.oh 
Chicago: Single space ornamental fence, 
No. 9 wire: 30 in. high, $5.88 per 100 ft.; 
36 in., $6.72; 42 in., $7.56. Double spacing 
ornamental fence, No. 9 wire, 30 in. high, 


$8.40 per 100 ft.; 36 in., $9.24; 42 in., 
$10.08. Plain top galvanized gates, 3 ft., 
$2.25 each; 3% ft., $2.50; ft., $2.85. 
Fancy top galvanized gates. 3 ft., $2.75 
each; 3% ft., $2.95; 4 ft., $3.15. 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, June 24, 1922. 
PPROXIMATELY a week of rain 
naturally had its influence on the 
turnover of hardware in retail estab- 
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Paints and Oil.—Linseed oil again 
reduced. Turpentine advanced 11 cents 
per gal. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Raw linseed oil, 1 to 4 bbl., 96c. 
per gal.; boiled linseed oil, 1 to 4 bbl., 99c. 
per gal.; raw linseed oil, 5 bbl. or more, 
9$4c. per gal.; boiled linseed oil, 5 bbl. or 
more, 96c. per gal., less 1 per cent ten days. 
Turpentine, $1.24 per gal. (in barrels) ; 
denatured alcohol in barrels, 39c. per gal.; 
strictly pure white lead, 100-lb. kegs, 12%c. 
per lb. ; 50-lb. kegs, 12%c. per Ib.; dry paste 
in barrels, 6c. per lb.; pure white shellac, 
4-lb. goods in gal. cans, $4.75 per gal.; pure 
orange shellac, 4-lb. goods in gal. cans, 
$1.25 per gal.; English venetian red, in bar- 
rels, $3.50 and $6.75 per cwt. 

Refrigerators.—Sales are very good 
and stocks are badly depleted. Fac- 


tories are snowed under with orders. 

Roller Skates.—The sales are not 
large, but there is a fair demand 
through the summer months. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Boys’ ball bearing roller skates, 
$1.50 per pair; girls’ style, $1.60 per pair. 

Rope.—The demand for best grades 
of both sisal and manila is keeping up. 
Sales are well above last season and 
prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Highest quality manila _ rope, 
standard brands, 174sc. to 18%c. pér Ib.; 
No. 2 manila rope, 16c. to 16%c. per Ib. 
base; so-called hardware grade manila 
rope, 12%c. per Ilb.; No. 1 sisal rope, high- 
est quality standard brands, 14%c. to 15'\%4c. 
per lb. base; No. 2 sisal rope, standard 
brands, 18c. to 14c. per lb. base. 

Sash Cord.—Manufacturers have ad- 
vanced prices, but no changes are re- 
ported locally. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 7, sash cord, standard brands. 
$8.40 doz. hanks; No. 8 sash cord, standard 
brands, $9.75 doz. hanks. 

Sash Weights.—Prices are considered 
rather cheap, and the volume of orders 
increases as building operations grow. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Sash weights per ton, $35. 

Screen Doors.—Stocks are moving in 
large volume, although the season is 
well advanced demand continues to be 
brisk. Early and future orders were 
very light and the weather has brought 
out a heavy demand. 


We quote from jobbers’ stocks, f.o.b 
Chicago: Three panel %-in. 2-ft. 6-in. x 
6-ft. 6-in. plain doors, $18.40 ner doz.; four 
panel, %-in. 2-ft. 6-in. x 6-ft. 6-in. plain 


doors, $20 per doz.; five panel, 11-in. 2-ft. 
6-in. x 6-ft. 6-in. plain doors, $21.65 per 
doz.; four panel, 1%-in. 2-ft. 6-in. x 6-ft. 
6-in. fancy doors, $29.70 per doz. 

Screws.—Prices have advanced lo- 
cally, Sales continue to be good. 


We quote from jobbers’ stocks. f.ob 


Chicago: Flat head bright screws, 821%4-20 
per cent off list: round head blued, 80-20 
per cent off list; flat head brass. 771™%-°% 
per cent off list; round head brass, 75-20 
per cent off list; japanned, 75-20 per cent 
off list. 


Solder and Babbitt Metals. — Sales 
volume is good and market is still high, 
both on lead and tin. 


We quote 
Chicago: 


from 
Warranted 


jobbers’ 
50-50 


stocks, f.o.b. 
solder, $23 


BOSTON 


lishments throughout New England, but 
this fact is not reflected as yet in the 
wholesale market. 

Shelf hardware houses continue to 
report sales running very close to, if 
not even, with those for the correspond- 
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100 Ib.; medium 45-55 solder, $22 per 100 
lb.; tinners 40-60 solder, $21 per 100 Ib.; 
high speed babbitt metal, $18 per 100 Ib.; 
rr ae No. 4 babbitt metal, $8.50 per 
10 x 


Sporting Goods.—Ammunition future 
orders are being shipped now. Fishing 
tackle factories are beginning to slow 
up on deliveries. Dealers are realizing 
that in order to have sales, especially 
during the summer months, it is neces- 
sary to have a stock, and orders are 
being placed quite liberally for croquet 
sets, hammocks, hammock couches, 
lawn furniture and lawn swings. 
Fourth of July business is always large, 
and the dealer is beginning to realize 
this. Baseball goods, tennis and golf 
goods continue to sell liberally. 

Steel Sheets.—Mills are very busy 
and prices are strong. The figures be- 
low include last week’s advance of $3 
per ton locally. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 28 gage galvanized sheets, $5.45 
per 100 lb.; 28 gage black sheets, $4.45 per 
100 Ib. 


Stove Pipe and Elbows.—Shipments 
will commence to the trade about July 
1 on the very large volume of future 
sales. Present prices are quite likely 
to go higher and can hardly be lower 
during the coming fall. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $8.75: 30 gage, 
$9.60; 28 gage, $11.85: 26 gage, $14.30: 6-in. 


elbows, 30 gage, $1.15; 
gage, $1.55 per doz. 

Washing Machines.—Sales are im- 
proved and retailers are finding a good 
market. Special effort made by some 
dealers has brought surprisingly large 
sales. 


28 gage, $1.30; 26 


Wheel Barrows.—Sales continue at a 
very liberal volume. Low prices and 
more active building bring orders that 
tax the distributors’ capacity. 

We quote from jobbers’ stocks, f.ob 
Chicago: Tubular handle, all steel barrows, 
$6.50 each; Angle leg contractors’ barrows, 
$5.50 each; Angle leg, garden barrows, $4.50 
each; Competitive steel tray barrows, $4 
each, 

Wire Goods.—Wire cloth and poultry 
netting are moving in very large 
volume. Stocks are gradually getting 
into shape in plain wire, staples and 
barbed wire, although there are still 
shortages in the lines. 


We quote from, jobbers’ stocks. f.oh 
Chicago: No. 8 black annealed wire. $2.85 
per 100 lb.; galvanized barb wire, $3.75 per 
100 1lb.; 12-mesh black painted wire cloth, 
$1.85 per 100 sq. ft.; poultry netting, 56 per 
cent off: galvanized after weaving. 51 per 
cent off: catch weight spool galvanized 
cattle wire, $3.75 per 100 Ib.: 80-rod spool 
galvanized hog wire, $3.27 per spool: No. 8 
galvanized plain wire, $3.35 per 100 Ib. 

Wrenches. — Sales continue normal 
and the volume is considered good. No 
price changes are in sight. 

We quote from jobbers’ stocks. f.o.b 
Chicago: Agricultural wrenches, 69-10 per 
cent; engineers’ wrenches, 40 per cent; 


knife handles, 60 per cent. 


ing period last year. When one stops 
to consider the reduction in hardware 
values to-day as contrasted with a year 
ago, the showing being made is all the 
more remarkable. It means that a 
larger turnover in goods has been ex- 
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perienced so far this year, which in turn 
means a greater volume of retail sales. 
In this connection, it is interesting to 
note that the retail credit situation, 
which a month or two back was con- 
sidered strained in some instances, is 
on a much better footing to-day. Re- 
tail hardware dealers in increasing 
numbers are discounting bills. Changes 
in the prices of goods handled by the 
shelf hardware trade have been few 
and far between since the last reports, 
but the general tendency is upward. 

Mill supply houses are doing a really 
good business. One will find more peo- 
ple in retail mill supply stores than 
they will in the ordinary hardware es- 
tablishment, which means that people 
are making more things and, therefore, 
consuming greater quantities of tools 
and materials. Remarkably few 
changes have occurred here the past 
week. Generally speaking, it is grati- 
fying to report that the New England 
hardware trade is getting along quite 
nicely, rain or no rain. 


Batteries. — Between retail sales 
through automobile accessories and ra- 
dio departments, no fault is being found 
with the movement of batteries out 
of stock. In fact, the consumption of 
batteries is steadily mounting, with 
every indication that 1922 sales from 
retail sources will exceed all previous 
records. Jobbing interests throughout 
New England have maintained ample 
supplies and one hears of no slip-ups 
on deliveries. The market, therefore, is 
in a very satisfactory position. 

We quote from Boston jobbers’ stocks: 


Columbia.—In lots of less than twelve, 
40c. each; in lots of twelve to fifty, $35.36 
per hundred, in barrel lots of 125, $30.36 
per 100. 

Ignitor.—In lots of less than twelve, 40c. 
each; in lots of twelve to fifty, $35.36 per 
hundred; in barrel lots, $31.36 per 100. 
Fifty in box, Columbia, $30.74 per 100; 
Ignitors, $31.74 per 100. 

Hot Shot.—In barrel lots, No. 1461, $1.66 


each; No. 1462, $1.66; No. 1561, $1.98; No. 
1562, $1.98; No. 1662, $2.35. 

Assortments.—No. D2, $35.98 each: No. 
D3, $42.25. 


Bolts and Nuts.—Bolt and nut prices 
quoted by jobbing houses have advanced 
10 per cent following similar action by 
the mills early in the week. Up to the 
last week or ten days the demand for 
this class of hardware, according to 
jobbers here, was highly encouraging, 
but since then there has been some 
falling off in bookings. The statistical 
position of the market is very strong, 
and the advance in prices just an- 
nounced appears to be fully justified. 
The mills are well sold ahead, and job- 
bers can get very little satisfaction as 
to deliveries. May bookings by New 
England mills alone ranged from about 
60 per cent upward, and June probably 
will make a still better showing, inas- 
much as large distributors will buy for 
future requirements on the advancing 
market. 


We quote from Boston jobbers’ stocks: 
Machine bolts with H P nuts, *% x 4-in., 
smaller and shorter cut threads, 50 per cent 


discount; larger and longer, 45 per cent 
discount; with C T D nuts, 45 per cent 
discount; tap bolts, 10 per cent discount; 


add 10 per cent discount for hexagon heads; 
common carriage bolts, 45 per cent dis- 
count; Eagle carriage bolts, 60 per cent 
discount; stove bolts, 75 per cent discount; 
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bolt ends, 50 per cent discount; tire bolts, 
50 per cent discount 

Nuts, H P, all kinds, 2\%c. off list; C PC 
and T, all kinds 2%c. check nuts, lc. off 
list; semi-finished hexagon nuts, ”%-in. and 
smaller, 75 per cent discount; larger, 65 
and 10 per cent discount; finished case 
hardened nuts, 60 and 10 per cent discount; 
machine screws, nuts, iron, list; machine 
screw, nuts, brass, 25 per cent discount. 


Bottles.—A slight improvement in re- 
tail sales of vacuum bottles is noted 
here and there, presumably due to buy- 
ing by people owning automobiles. 
Earlier in the year the activity in the 
bottle market was noteworthy, but of 
a sudden business dropped off consid- 
erably. That business is beginning to 
pick up in spots naturally is encourag- 
ing to the hardware trade, for retail as 
well as wholesale stocks are fairly 
large, considering the turnover in May 
and so far this month. 


We quote from Boston jobbers’ stocks: 

Bottles.—Thermos and Universal, brown, 
pints, 75c. each, quarts, $2.50; plain nickel, 
pints, $2.75, quarts, $3.75; corrugated nickel, 
pints, $2, quarts, $3. Discounts, 25 and 10 
per cent, 


Blacksmith Supplies.—It has been 
many years, according to the jobbers, 
since blacksmith supplies have been as 
active as they are to-day. The most 
active things in this department appear 
to be wooden accesesories, although 
sales of shoes and horseshoe nails are 
picking up remarkably well. Springs 
and axles are down near the end of the 
list in activity, with toe calks bring- 
ing up at the end of the line. Best of 
all, say the reports, is the fact that the 
blacksmith industry New England over 
shows unmistakable signs of further 
expansion, which means a continued 
good demand for supplies. Prices are 
termed firm throughout the list. 


We quote from Boston jobbers’ stocks: 


Anvils.—Standard makes, 1l6c. per Ib. 

Axles.—Square bed drawn bed and one- 
piece, under 2%-in., llc. per Ilb.; square 
bed, drawn bed and one-piece, 2%-in. and 
3-in., 10c. per lb.; coach bed axles, 11'%c. 
per lb. 

Springs.—Common wagon and carriage 
springs, 12c. per lb. base. 

Horseshoes.—We quote from _ jobbers’ 
stocks: Standard makes in 100-lb. kegs to 
dealers in Maine, New Hampshire, Ver- 
mont, Massachusetts and Rhode Island 
points, $7 per keg base. Bage prices are 
for No. 2 or larger. To Connecticut black- 
smiths and consumers the base price is 
$6.75 per 100 lb. keg. No freight is allowed 
on store shipments. 

Fancy Shoes.—Side weight, $11.50 per 
keg; track side weights, $11.75; toe weights, 
$10.25; steel shoes, $8.75; toe creased, $7.25: 
side wear, $9.25; calked, $9.25; extra light 
calked, $9.75; iron countersunk, $7.75; steel 
countersunk, $9.50; tips, $8.75; light driv- 


ing, $8.75; featherweights, $8.75; all as- 
sorted shoes, 50c. per keg extra. 
Welded Toe Calks.—Dull $2 per box; 


sharp, $2.25; blunt heel, $2.25; sharp heel, 
$2.50. 

Nails.—Horseshoe, Reliance and Bright- 
on, Crown and Leader, No. 5, $5.90 per 
keg; No. 6, $5.25; No. 7, $5.05; No. 8, $4.85; 
Nos. 9, 10 and 11, $4.65. 

Blankets.—A_ revision in local job- 
bing prices on blankets was made this 
week, following the issuing of new lists 
by the manufacturers, as announced in 
our last report. Advances, however, 
are largely confined to kersey and bur- 
lap goods. Inasmuch as the cost of 


materials going into the manufacture 
of blankets has advanced still further 
since the producers got out their new 
lists, it seems highly probable that the 
market will continue on a very firm 
basis for some time, at least. 





June 29, 1922 


We quote from Boston jobbers’ stocks: 
Biankets, horse, kersey stable, $1.45 to $1.75 
each; lined burlap, 76-in., #2 30 
each; 80-in., $1.55 to $2.30 each; 84-in., 


eich; street blankets, 76 x 80 in., $1.75 
each; 80 x 84-in., $2 each; 84 x 90-in., $2.40 
to $5 each. 

Cement. — The local market on 


Smooth On Cement has been advanced 
from 33 1/3 to 30 per cent discount. 
This product is usually stocked in three 
sizes by the jobbing trade, 1 lb., 5 lb. 
and 10 lb. cans, 

Chain.—In a few instances jobbing 
houses say the demand for chain is bet- 
ter, but it is still far from active. With 
a majority of such houses, however, 
business in this particular department 
is down to extremely narrow limits. 
Local stocks are generally large, but 
because of the upward tendency of 
prices of iron and steel products, the 
jobbing trade is not trying to press 
business. 

We quote from Boston jobbers’ stocks: 
Proof coil self colored chain in cask lots, 
fr-in., $12.80; $11.55; fx-in., $10; 
%-in., $8.45; { ; Y%-in., $7.80; 
5Q-in., $8.45 per 100 Ib. 

Drills and Reamers.—All things con- 
sidered, the drill and reamer market is 
satisfactory, but the call runs more to 
small than to large sizes. Mill supply 
houses in particular are seling such 
tools in a satisfactory manner, and re- 
orders placed with the manufacturers 
during the past month or so have come 
largely from them. The requirements 
of radio apparatus manufacturers evi- 
dently was just enough to start the 
ball rolling. At first there was con- 
siderable confusion in the market due 
to the wide spread in prices quoted. 
but much of this uncertainty has been 
eliminated since the leading manufac- 
turers revised their lists. 

We quote from Boston jobbers’ stocks: 

Drills.—Carbon, sizes up to 1%-in., tap- 
ered and straight shank, 70 and 10 per cent 
discount; bit stock drills, 60 and 5 per cent 
discount; center drills, 65 and 5 per cent 
discount; drills and countersinks combined, 
30 per cent discount; ratchet drills, 35 per 
cent discount; wood boring brace bits, 50 
per cent discount; high speed drills, 50 and 
10 per cent discount; jobbers, letter and 


number sizes, 50, 10 and 5 per cent dis- 
count, 


Reamers.—Bit stock, 30 per cent dis- 
count; bright square and T S standard 
makes, 65 per cent discount; chucking, 25 
per cent discount; tapered pins, 40 per 
cent discount; escutcheon pins, 45 per cent 
discount; small fluted rose and _ socket 
reamers, 20 per cent discount. 

Fine Tools.—The getting back on its 
feet of the New England machine shop 
industry has been quite a factor in the 
market for fine tools. Then, too, there 
has been more or less buying of stock 
for municipal and state and national 
schools, so that altogether the mar- 
ket is beginning to show encouraging 
signs. The Brown & Sharpe Mfg. Co., 
Providence, R. I., is out with lists on 
new micrometer calipers, which show a 
reduction in prices. Prices named by 
producers in general show little varia- 
tion, however. 

Galvanized Bars.—There is, perhaps, 
a shade better movement of galvanized 
bars out of jobbing stocks. Compara- 
tively few houses carry this class of 
stock, and consequently the rank and 
file of the trade pay little attention to 
it. Such bars, nevertheless, are quite 
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a factor with those firms that do carry 
them, and the improvement in book- 
ings simply is in keeping with reports 
on other lines by the heavy hardware 
jobbing firms. 


We quote from Boston jobbers’ stocks: 


Galvanized bars, flat, 1 x %-in., 12 ft. 
7. oe er. cwt.; 1 x fe-in., 12 ft. long, $9.85; 
16° ft. long, $8. 95; 1% . ¥% -in., 
$8.95. Round, prin 12 ft. 
5 per at: %-in. x 18 f , $10. 03: 5% -in. 

, $8.85; %-in, x 18 ft. 75. 

rhea ed of glass are slowly, but 
surely expanding, although most retail 
hardware firms do not usually do much 
on this line during the summer. The 
volume of new building is a factor in 
the market, Lights of glass very often 
become broken in transportation or in 
handling on a new building job, and 
must be repaired before the house or 
building is accepted. Then, too, people 
are finding windows in summer places 
broken, and damp weather has reminded 
others that neglected windows should 
be repaired. Collectively, therefore, the 
demand for glass is better. 

We quote from Boston jobbers’ stocks: 
Window Glass.—Single A, 25-in. bracket, 
86 per cent discount; all above ?+— 
bracket, 83 per cent discount; double A, all 
sizes, 84 per cent discount. Third quality, 
single B, first bracket, 89 per cent discount; 
all above, 86 per cent discount; double B, 
all sizes, 87 per cent discount. 
Vitro-marble Glass.—/,-in., 

ft.; fe-in., 81le 
Skylight Glass. —Rough 


69ec. per sq. 


or rolled, %-in 
thick, 14c. per sq. ft.; #,-in. thick, 19c. per 
sq. ft.; %-in. thick, 24¢. per sq. ft.; wired 


glass, 28c. per sq. ft. 

Hacksaws.—The improvement in the 
movement of hacksaws, noted early in 
June, continues. 
of turnover is far from excessive, but is 
sufficiently better than it was a year 
ago to lend considerable encourage- 
ment to the hardware trade. No one 
seems to be short of saws, and in- 
stances where discounts are sometimes 
stretched a little on attractive orders, 
but as a general thing market condi- 
tions are running along fairly satisfac- 
torily. 

We quote from Boston jobbers’ stocks: 

Hack Saws.—Standard makes, in full 
packages, 33% to 35 per cent discount: 
broken packages, 25 per cent discount; 
stock in gross lots or larger, 30 and 10 per 
cent to 40 per cent discount. 

Iron and Steel—Local jobbing quota- 
tions on steel bands and hoops are 
higher. The former has advanced from 
$3.25, to $3.50 per 100 lb., and the 
latter from $3.6614 to $4, prices in both 
instances being higher than they have 
beene before in many months. Norway 
iron also has been marked up, from 
$5.75 to $6 and $6 to $6.50. Otherwise 
iron and steel prices remain as hereto- 
fore. Jobbers say they are selling 
more than twice as much iron as they 
were a year ago, and that bookings of 
steel, which slumped somewhat around 
the first of the month, are on the pick- 
up again. Some local stocks are broken 
on certain sizes, and the mills will give 
little satisfaction on deliveries. For 
that reason, and because it looks as 
though the demand would increase, job- 
bers’ ideas of pricees are very strong. 

We quote from Boston jobbers’ stocks: 

lron.—Refined, $2.60% per 100 Ib. base; 
best refined iron, $4.25: Wayne Iron, $5.50; 
Norway iron, $6 to $6.50. 

per 100 lb 


teel.—Soft steel bars, $2.60 
base; flats, $3.25%; concrete , Plain, 





The aggregate volume” 
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stock lengths, $2.75%; angles, c hannels and 

be ams, $2.60%4; tire steel, $4 to $4.35; open- 
hearth spring steel, $4. 50 and $6; steel 
bands, $3.50; steel hoops, $4; -. rolled 
steel, $3.30 to $3.80; toe calk steel, 


Miller’s Falls Goods—A new list 
sheet has been issued on Miller’s Falls 
goods, which shows a decline of about 
10 per cent on some numbers only. A 
majority of the list is not changed. 

Nails.—Everybody, the retail hard- 
ware dealer as well as the jobber, ap- 
pears to have plenty of nails on hand. 
And yet a considerable tonnage of stock 
is moved out of Boston jobbers’ hands 
each day at strong prices. Wire nails 
apparently are leading in activity in this 
department, although cut nails have not 
been slow of late. 


We qwote from Boston jobbers’ stocks 
Wire nails, per keg from the store, $3.25 
base, f.0.b. Boston; direct from mill ship- 
ments, in car lots, $2.50 per keg base; 
in less than car lots, $2.75 per keg base 
cut nails, $3.90 per keg base; galva 
cut nails, $7.50 base Cement coated 





$2.75 per keg base. 

Picks and Mattocks.—A normal move- 
ment of picks and mattocks is reported 
by the leading wholesale hardware in- 
terests here. Road construction work 
and the tremendous amount of home 
and other building going on all over 
New England makes it necessary for 
contractors and others to be in the 
market every so often for supplies. Job- 
bing stocks at the beginning of the year 
were small and since then have been 


further reduced. Prices are firm 
throughout the list. 

We quote from Boston jobbers’ stocks 
Contractors’ picks, 50, 10 and 5 per cent 
discount; railroad picks and mattocks, 66 
per cent discount, for the best grades in 


all instances. 

Rivets.—Sentiment in distributing cir- 
cles on rivets, especially as regard 
structural and boiler type, is very 
strong. In fact, it is commonly stated 
that prices without question will have 
to be marked up before long. This 
feeling is largely based or¥a continued 
fair demand for goods, comparatively 
small jobbing stocks and the strong 
views expressed by producers of rivets. 

We quote from Boston jobbers’ 

Rivets.—Structural, button head, 2 to 5- 
in. long, %-in. and larger, $4 per keg: %- 
in. and }4-in., $4.15; %-in., $4.50; 1 to 2-in 
long, *%-in. and larger, $4.75: -in. and 
}4-in., $4.40; 1%4-in., $4.75. _ Cone head, boiler 
yr, 2 to 5-in. long, %-in., and larger 
54-in. and }4-in., $4.25; %-in., $4.60: 
. long, %-in. and larger. $4.35: %- 


in. and }-in., $4.50; %-in., $4.85. Iron 
rivets, small, 60 per cent discount. 


Rules and Levels.—Inasmuch as more 
and more carpenters are getting their 
names on payrolls and the home “fixer” 
is getting busier, there is a shade bet- 
ter call for rules and levels, according 
to many of the retail dealers inter- 
viewed the past week. Jobbers say 
that buying from Maine points is per- 
haps better than from other New Eng- 
land states. Prices have not changed 
since early in the month, when some 
of the manufacturers made a slight 
downward revision on some numbers. 

We quote from Boston jobbers’ stocks: 

Levels.—Stanley Rule & Level Co. line. 
No. 44, bit, 36c. each; No. 41 pocket, $1.61 
per doz.; No. 31, 2%-in., hexagon. 34c. each; 


No. 39%, mechanics, 60c. each; No. 36, 12- 
in., metallic, $1.75 each. 


Sash Cord.—In common with other 
things that enter into the present build- 
ing boom throughout New England, 


stocks: 
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sash cord is feeling its influence. Prices 
are reported as being extremely steady, 
and the recent action of the raw cotton 
market certainly does not suggest any 
downward revision right away, at least. 





We quote from Boston jobbers’ stocks: 
Sash Cord.—-Acme, bral de d, No. 6, 40c. 
per lb.; No. 7, 38c., No. , 10 and 12, 37¢ 
Cheaper grades, No. 7, b., No. 8, 
35c. Sampson spot, No 7 64 ic. per Ib., No. 


63 


% and larger, 


Saws.—One of the largest local job- 
bers, in commenting on the hand saw 
situation, says his firm has sold more 
curing the first six months of 1922 
than it did in the whole of last year. 
This news is certainly encouraging, and 
it is believed to apply to the rank and 
file of the leading distributors in other 
New England centers. 

Screws.—Wood screw manufacturers 

will not accept business for third quar- 
ter delivery, say the jobbers, who are 
beginning to feel perhaps a little un- 
easy due to the fact that their stocks 
are working down all the time. Ma- 
chine screws are in fairly good request, 
and the makers are considerably behind 
on deliveries to distributors in this sec- 
tion of the country. Set serews, here- 
tofore quoted at 70 and 5 per cent dis- 
count, are now 70 per cent. 





We quote from Boston jobbers’ stocks 

Wood Screws.—Iron, bright. flat. 82% and 
2 per cent discount print; flat head blued 
5245 and 20 plus 5 per cent discount, ro ind 
head blued, 80 and 20 per cent disco 
flat head brass, 7744 and _20 per cent a 


count; round head brass, 75 and 20 per cent 
discount; flat head galvanized, 67% and 20 
per cent discount; round head nickel, 7! 
and 20 per cent discount. 


Machine Screws, etc.—Coach screws, 5% 
and 10 per cent discount; set screws, in- 
cluding headless, 70 per cent discount; cap 
screws, square and hexagon, 70 per cent 
discount; fillister, 40 and 10 per cent dis- 
count; flat 30 per cent discount; buttor 
head, 20 per cent discount, lag screws, 59 


per cent discount; iror 
flat and round head, 79 pe 
fillister, 45 per cent discount 
head brass, 40 per cent ame 
35 per cent discount. 
Sheets.—Sheets and structural 
are the most active departments, say 
some of the jobbers in and about Bos- 
ton. Consumers apparently have at 
last become convinced that lower quo- 
tations are out of the question for some 
time, for they are placing business with 
jobbers with considerably more confi- 
dence. Prices remain strong on the 
basis established earlier in the month. 
jobbers’ stocks 


$3.401%% to 
No 





‘fillister 


steel 


from Boston 
Sheets, No. 10 blue annealed, 
$3.63 per 100 Ib.: No. 28, black, $4.90; 
28 galvanized, $5.90. 


Washers.—As might be expected, ir 
view of the advance in bolts and nuts, 
the market for washers is firmer. Job- 
bers’ stocks continue to work down- 
ward and to-day probably are smaller 
than they have been before in the past 
year or more. 

We quote from Boston jobbers’ stock 


We quote 





Cast washers, %-in. and smaller, 
per lb.; larger 4%c. per Ib was 
200-lb. kegs, list less $4.50 per keg: malle- 


able washers, 15c. per Ib. 

Washing Machines.—Although sales 
of washing machines are not nearly as 
large as they were in the old war days, 
when everybody had a job and was mak- 
ing big money and it was next to impos- 
sible for a housewife to secure a wo- 
man to do the washing, washing ma- 
chines are moving all the time. The 
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servant problem is not very much more 
satisfactory now than it was then, and 
people are being slowly driven, due to 
circumstances, to investing in a wash- 
ing machine. Prices on some makes are 
25 to 30 per cent, and in others even 
more than 60 per cent less than they 
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T HE strike in the soft coal trade 
continues to be the menace of the 
steel business, and in addition the pos- 
sibility of a railroad strike to be held 
about July 1, is also having its effect. 
The result of both these is that the 
iron and steel markets in all directions 
are very strong, with the tendency of 
prices still decidedly upward. It is not 
venerally believed that the threatened 
railroad strike will come, the strong 
attitude taken against the proposed 
strike by the government having a bene- 
ficial effect upon the attitude of the rail- 
road labor unions, and officials of these 
unions are certain to go very slow in 
declaring that a strike is on and order- 
ing the men out. 

There is so much uncertainty as to 
future operations of the steel mills and 
other plants, due to the coal strike, 
which is now nearly three months old, 
and to the threatened railroad strike, 
that the mills are very slow about tak- 
ing on new orders, and at the same time 
buyers are going slow in making new 
contracts, believing that when the coal 
strike is ended, and the threatened rail- 
road strike fizzles out, which it surely 
will, there may be some reaction in 
iron and steel prices. 

The advances in prices being secured 
by the independent steel mills are large- 
ly on orders for fairly prompt ship- 
ment. The Carnegie Steel Co. is main- 
taining 1.60 cents on steel bars, steel 
plates and structural shapes, while in- 
dependent mills are asking from $2 to 
$3 per ton higher prices. The action 
of the American Sheet & Tin Plate Co. 
a few days ago in extending through 
August and September its July prices 
on all grades of sheets has put an en- 
tirely different complexion on the sheet 
trade, and independent mills are now 
more willing to sell at prices slightly 
higher than those of the American Sheet 
& Tin Plate Co. than they were several 
weeks ago. It is a fact that labor is 
getting very scarce around sheet and 
tin mills, also at the heavy steel mills, 
and one leading interest in sheets and 
tin plate states it could use hundreds 
of men at its different plants that just 
now it is unable to obtain. The action 
of the American Sheet & Tin Plate Co., 
which is a subsidiary of the Steel Cor- 
poration, in extending its July prices 
for the remainder of the third quar- 
ter, vindicates the statements we made 
several times in our reports, i.e., that 
the Steel Corporation is using its best 
efforts to hold the market in check and 
prevent any runaway prices, — 
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were in 1920, which means that just 
so many more people might be induced 
to install one of these machines in their 
homes. 

Wrenches.—Although far from active, 
the market for heavy wrenches is grad- 
ually gathering momentum. Small 


PITTSBURGH 


Buying of cars and track materials 
by the railroads, which slowed down 
for several weeks, has again started up, 
and in the past week contracts for near- 
ly 6000 new cars of various types were 
placed and also for repairs to about 
the same number. Business in fabri- 
cated steel last week was heavy, 
amounting to over 30,000 tons, and fab- 
ricating shops all over the country are 
very busy, with several months’ work 
ahead, Changes in prices on pig iron, 
semi-finished steel and finished steel 
products in the past week were light, 
but it is expected that about July 1, or 
shortly after, there will be advances of 
$2 per ton or more in most of the lead- 
ing lines of finished steel, such as bars, 
plates, shapes and other steel products, 
the expectation being that the Steel 
Corporation will announce an advance 
of $2 per ton on plates, shapes and 
bars on that date. The general rate 
of operation in the large steel plants 
ranges from 70 to 80 per cent, the 
grand average being about 75 per cent. 

In the hardware trade conditions are 
quite satisfactory, two leading local job- 
bers reporting that their volume of 
business in June will show a nice in- 
crease over May and a large increase 
over June of last year, in spite of the 
fact that hardware prices now are fully 
25 per cent more than a year ago. 

One fact that stands out strongly 
now as regards the hardware trade is 
that jobbers and retailers have pretty 
well worked off stocks of seasonable 
goods held over from last year, and 
also stocks that have come in on orders 
this year. They report that repeat or- 
ders on many lines of goods, such as 
wire nails, bolts and nuts, wire cloth, 
poultry netting, lawn mowers, ice-cream 
freezers and kindred goods are very 
slow in being filled by the makers. This 
indicates strongly that orders for sea- 
sonable goods for next year, to be 
placed from now on until late in the 
fall, are certain to be much larger than 
they were last year. 

As an example of this, we can state 
that a local hardware jobber carried 
over from last year a fairly heavy stock 
of axes; the house also bought freely 
this year, and now finds that its stocks 
of axes are badly broken up and it is al- 
most impossible to get them. This house 
has lately received fairly large shipments 
of axes by express, the carrying charges 
being $1.40 per doz., but the firm is sell- 
ing these axes at the same price as 
though they were being delivered by 
freight, absorbing itself the difference 
between the freight and _ express 
charges, which is quite considerable. 
Local jobbers do not seem to be alarmed 
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wrenches, especially drop forged, are 
going like hot-cakes, most of them to 
owners of automobiles, 


We quote from Boston jobbers’ stocks: 
Drop forged wrenches, 40 per cent dis- 
count; agricultural wrenches, 60 and 10 


per cent discount. 


about the threatened railroad strike, and 
in fact are paying very little attention 
to it. They are more interested in 
watching the developments in prices, 
and it is likely they will be confronted 
shortly after July 1 with higher prices 
on many hardware items than are rul- 
ing now. It is certainly a good time 
to stock up, but as is usual when this 
is the case, they find deliveries by the 
makers very slow, It would not be sur- 
prising if business in hardware should 
drop off a little in July and August, 
especially if the weather in those two 
months should be very hot. 

Automobile Accessories.—Reports are 
current here of a coming reduction in 
prices on some makes of higher grade 
automobiles, to be made about July 1, 
but the trade here does not believe this 
report. It is pointed out that builders 
of the more popular and medium priced 
cars are back in deliveries from four 
to eight weeks, and under these condi- 
tions reductions in prices of cars are 
not likely by any means. Prices on ac- 
cessories remain firm and the volume 
of business is good. Touring weather 
now is ideal, many people are going 
away on vacation tours and are buy- 
ing freely of accessories before leav- 
ing. 

Local jobbers quote 
Pittsburgh, as follows: Millers. Falls 
145 jacks, $4.75. Reliable jacks, No. 1, 
$2.33; No. 2, $3.33. in lots of 12; Derf spark 
plugs, 96c. each for all sizes in lots less 
than 50c; Champion X spark plugs, 45c. 
each for less than 100 and 43c. each for 


over 100; Champion regular, 53c. each for 
less than 100, all sizes 50c. each for over 


f.o.b. 
No 


from stocks, 


Axes.—Makers seem to be very much 
behind in delivery of axes and as noted 
above shipments in fairly large lots are 
being made to at least one jobber here 
by express. It is now stated that buy- 
ing of axes for fall delivery is quite 
active, jobbers and retailers desiring to 
get in their orders early so as to se- 
cure prompt shipment when the goods 
are needed. 

Local jobbers are now quoting as fol- 
lows: Handle axes, 314-Ib. to 414-lb., $20.80 
doz. ; 4-Ib. to 5-Ib., $21.40; 3%%4-Ib. to 41%4-lb. 
No. 1, oval handles, $13.50; Miners, pol- 
ished and blued, 314-lb. to 4-Ib. No. 1, oval 
handles, $10.90. Unhandled axes, 314-lb. to 
4%-Ib., $11.50; D. B. Mich., 3%-lb. to 4%- 
Ib., $16.30; D. B. Mich., 4-lb. to 5-lb., $16.90. 

Bolts and Nuts.—The recent advance 
of about 10 per cent in prices is re- 
ported as holding firm, and local job- 
bers state they are securing this ad- 
vance from their trade. The new de- 
mand for nuts and bolts is better now 
than it has been at any time for more 
than a year, the demand from the auto- 
mobile builders being especially heavy. 
Prices continue very firm, and it would 
not be surprising if there is another 
advance on bolts and nuts in the near 
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Current Metal Prices—June 26, 1922 
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2 ee 
tuture, especially if prices on steel bars Curling Irons.—These goods, which mand for soft steel bars and also for 
go up again, which now seems quite seem to have been out of favor for a reinforcing bars is probably heavier at 
likely. For large lots discounts for good many years, are coming back the present time than for any other 
shipment direct from mill are as fol- again, and local jobbers are again items in finished steel products except 
lows: carrying them in stock, as they are sheets. Prices have advanced materi- 
Machine bolts, small, rollea threads, 60, having calls for them from their retail ally in the past two or three weeks 
10 and 10 per cent off list. Machine bolts, customers. It is a notable fac hat andt arket is verv ff 
small, cut threads, 60 and 10 per cent off Many . t = : t that and the market is very firm. 
list. Machine bolts, larger and longer, 60 CUrling irons now being carried here are s 
and 10 per cent off list. Carriage bolts, % of German make and are being offered “ 


smaller and shorter, rolled threads, 
Cut threads, 60 
larger sizes, 


x 6-in., 
60 and 10 per cent off list. 
per cent off list; longer and 
60 per cent off list. Lag bolts, 60, 10 and 
10 per cent off list. Plow bolts, Nos. 1, 2 
and 3 heads, 50 and 10 per cent off list; 
other style heads, 20 per cent extra. 
Machine bolts, c.p.c. and t. nuts, % x 4-in.. 
smaller and shorter, 50 and 10 per cent off 
list; larger and longer sizes, 50 and 10 per 
cent off list. Hot pressed square or hex. 
blank nuts, $4.50 off list. Hot pressed nuts, 
tapped, $4.50 off list. C.p.c. and t. sq. or 
hex. nuts, blank, $4.50 off list. C.p.c. and 
t. sq. or hex. nuts, tapped, $4.50 off list. 
Semi-finished hex. nuts, #;-in. and smaller, 
U. S. S., 80 and 10 per cent off list; Small 
sizes, S. A. E., 80 and 10 per cent off list; 
S. A. E. %-in. and larger, 80 per cent off 
Stove bolts in packages, 80 and 5 
per cent off list. Stove bolts in bulk, 80, 
5 and 2% per cent off list. Tire bolts, 65 
per cent off list. Track bolts in carloads. 
3.00c. to 3.25c base. Track bolts, less than 
200 kegs, 3.50c. to -75¢c. base. Upset 
a ge and Hex. Head Cap Screws: 

-in. and under, 80 and 10 to 80, 10 and 10 
per cent off list; %-in. to %-in., 80 and 10 
to 80, 10 and 10 per cent oft list. Upset Set 
Screws: %-in. and under, 80, 10 and 5 to 
85 per cent off list; 4 -in. to %-in., 80, 10 
and 5 to 85 per cent off list. Milled Square 
and Hex. Cap Screws: All sizes, 75 and 10 
to 80 per cent off list. Milled Set Screws: 
All sizes, 70, 10 and 10 per cent off list. 


It should be noted that the above dis- 
counts on nuts and bolts apply only on 
large lots, jobbers charging the usual ad- 
vances for small lots out of stock. 


Brass Faucets.—Landers, Frary & 
Clark, New Britain, Conn., and several 
other makers have just announced a 
general advance of 10 per cent in prices 
on brass faucets and other brass goods. 


list. 


to the retail trade at low prices. 
Copper Products.—Prices have again 

been advanced by two or three makers 

from 5 to 10 per cent, due to the higher 


prices ruling on raw copper. Local 
jobbers quote as follows: 

Sheets 20%c. per lb. base: bottoms 23¢ 
per lb. base; rolled 19c. per lb. base; rod 
round 19c. per Ib. base. 

Field Fence.—The supply seems to 


be a little easier in field fence, and 
jobbers report they are getting more 
prompt shipments than for some time. 
Prices remain very firm. 


Local jobbers continue to quote fieid 
fence at 68 per cent off in carload lots, and 
66 per cent off list in lots less than 1000 
rods, f.o.b. Pittsburgh. 


Glass.—The demand for window glass 
is better now than for some time and 
prices are firmer but no higher. 


single strength at 86 per 
double strength A, 86 per cent 
87 per cent off 


Jobbers quote 
cent off list : 
off list; double strength B, 
list. 

Haying Tools.—The bumper hay crop 
promised for this year is causing a 
heavy demand for haying rope, hay 
forks, scythes and other appliances 
used in harvesting the hay crops. This 
active demand promises to last for some 
time. 


Iron and Steel Bars.—The new de- 








Lawn akabe: —The demand for lawn 
mowers this season has been heavier 
than at any time for five years or more, 
and stocks of jobbers and retailers are 
badly depleted. On repeat orders for 
lawn mowers, jobbers say deliveries are 
very slow by the makers, and they are 
losing some business. 
14-in. competitio 
at $5.50 each: ball-bearing mo 
wheels, three 16-in. blades. $& ea 
wheels, four 16-in. blades, $10 e 


wheels, four 18-in. blades, $16 
triple train gear, 18-in. knives, $1 


Paints and Supplies. —While the 
son for buying paints and supplies is 


Jobbers quote 













getting a little late, many owners of 
houses and other buildings, not liking 
to paint in the hot summer months on 


account of the insects, yet the demand 











now is as strong as at any time this 
year. Prices remain very firm, jobbers 
quoting to retail trade about as fol- 
lows: 
Raw linseed to 4 bt 
Boiled linseed 4 bb 
Turpentine, 3 1 al b 
alcohol, in vi 
white kA 1f 
10 per « ‘ 
in bb! 
gal. cans, 34 
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lac, 4-lb. goods in gal. cans, $4 per 
English Venetian red, in 100- ‘Ib. lots, Ate 
per 1b.; 500-lb. lots, 4c. per ip. Read 
mixed paints of niga quality, $2.60 per gal. 
Inside varnish, $3.15 per gal. Outside var- 
nish, $4.10 per gal. 


Sheets.—A few days ago the Ameri- 
can Sheet & Tin Plate Co. issued an 
announcement that its July prices on 
sheets, which are 3.15 cents for No. 28 
gage black, 4.15 cents for No, 28 gage 
galvanized and 4.50 cents for No. 22 
gage auto body sheets, would be ex- 
tended over August and September. 
The result of this has been the placing 
of heavy orders and the independent 
mills are now willing to accept and are 
taking orders for sheets over the entire 
third quarter at prices about $3 per ton 
higher than before, except for auto body 
sheets, prices for which they are quot- 
ing $5 per ton higher. Jobbers report 
quite an active demand from stock for 
both black and galvanized sheets and 


Office of HARDWARE AGE, 
538 Guardian Building, 
Cleveland, June 26. 

OBBING houses continue to do a 

good volume of business and expect 
that June sales will equal those of May, 
although usually the summer lull be- 
gins to be felt during June. The senti- 
ment in both the jobbing and retail 
trade shows further improvement. With 
the market generally firm and the price 
tendency upward, retailers are no longer 
deterred from buying because of the 
fear of price declines and are placing 
orders for general merchandise in lib- 
eral quantities. Sales of garden tools, 
lawn mowers, garden hose, refrigerat- 
ors and other seasonable merchandise 
have been heavy by both jobbers and 
retailers. Builders’ hardware, plumb- 
ers’ goods, paints and varnishes and 
other merchandise required in building 
work continue to move well. Some or- 
ders are being placed for seasonable 
merchandise for delivery next fall, but 
as a rule retailers are not yet buying 
winter goods. 

The market generally is very firm. 
A number of price changes are reported, 
but these are mainly on less important 
items, and the advances far outnumber 
the declines. 

Automobile Tires and Accessories.— 
Sales of tires and tubes continue quite 
heavy. While there is not a large de- 
mand for accessories, orders for these 
are improving. 


We quote from jobbers’ stocks’ f.o.b. 
Cleveland: Miller Falls No. 145 jacks, $4.75. 
Reliable jacks, No. 1, $2.33; No. 2, $3 33, 
in lots of 12; Derf spark plugs, 96c. each 
for all sizes in lots less than 50; Champion 
X spark plugs, 45c. each for less than 100 
and 48c. each for over 100; Champion 
regular, 53c. each for less than 100, all 
sizes, 50c. each for over 100. 


Axes.—Jobbers report a steady vol- 
ume of orders for axes mostly for fall 
shipment, and some are very good sized 
orders. Prices are unchanged at the re- 
cent reductions. 


Jobbers quote f.o.b. Cleveland as follows: 
First grade, single bitted axes, handled, 
$15.50 per doz.; unhandled, $11.50 per doz.; 
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have recently advanced their prices to 
conform more to those being quoted by 
the independent mills. 

Red Oak Kegs.—The demand for this 
product, used in putting up wines and 
other liquids, has been very heavy for 
some time and has resulted in a gen- 
eral advance by makers of 10 per cent 
in prices, 

Steel Pipe.—There is no let up in the 
demand for steel pipe, especially in the 
smaller sizes of butt weld pipe used in 
new building construction. Prices re- 
main very firm and there is no sign 
of an advance in the near future. 


Local jobbers quote steel pipe in small 
lots from stock as follows: 

Black Gal. Black Galv. 
| se #8 8=©=©=©=©— (eee case $5.30 $7.56 
. Ye 2.60 | 7.16 10.22 
Sette 260 $4.33 1%..... 857 12.23 
arr 3.2 G55 Besvcvce 4 52 16.45 
| 5.38 2%..«.. 8.23 


3.84 
Above prices per 100 ft. f.o.b. Pittsburgh. 
Wire Products.—Local jobbers con- 


CLEVELAND 


double bitted axes, handled, $20.50 per 
doz.; unhandled, $16.50 per doz.; second 
grade axes, single bitted, handled, $14 per 
doz.; unhandled, $11 per doz.: double 
bitted, handled, "$19 per doz.; unhandled, 
$16 per doz. 


Binder Twine.—With the harvesting 
season about to start, jobbers are get- 
ting a good volume of pick-up orders. 


Cleveland jobbers quote standard and 
sisal binder twine at 10c, per lb. for mill 
shipment and 10%c, per lb. for stock 
shipment. : 


Boilers and Radiation.—Manufactur- 
ers advanced prices of radiation 5 per 
cent June 19. This follows an advance 
on heating boilers noted in our last 
report. 

Bolts and Nuts.—The demand is good. 
While manufacturers have advanced 
prices about 10 per cent, jobbers are 
still adhering to their old prices, having 
bought good stocks before the advance. 


Jobbers quote f.o.b. Cleveland large and 
small machine bolts, cut thread, 65 and 10 


per ce . off list. Carriage bolts, rolled 
thread, 65 and 10 per cent off list. Large 
cut thread 65 and 5 per cent off list. Stove 


bolts 80 and 5 per cent off list. 


Buck Saws.—Prices on buck saws 
have declined 20 per cent. 


Cleveland yoy + ge sel Champion tooth 
buck saws at $9.75 per doz. 


Bread and Pastry Boards.—Prices on 
these have been reduced about 10 per 
cent. Cleveland jobbers now quote me- 
dium sized American bread and pastry 
boards at $10.50 per doz. 

Builders’ Hardware.—The demand for 
builders’ hardware continues fairly ac- 
tive. A large amount of building work 
is under way in Cleveland, but reports 
indicate that the amount of work that 
will come out later in the season will 
be curtailed somewhat, owing to the 
high costs due to recent wage advances. 
This, however, is ofly a local situation. 

Corrugated Roofing. — The demand 
which has been fairly heavy has quieted 
down somewhat. Prices are unchanged, 
but Cleveland jobbers expect to mark 
their prices up this week, owing to the 
advance in galvanized sheets. 

Cleveland jobbers quote f.o.b. Pittsburgh, 
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tinue to report a shortage in the sup- 
ply of the more common sizes of wire 
nails and also on certain grades of wire. 
They state that deliveries by mills are 
slow and that they are unable to keep 
up complete stocks. 


Jobbers quote from stocks, f.o.b. Pitts- 
burgh, as follows: Wire nails, $2.65 base 
per keg; galvanized, 1 in. and longer, in- 
cluding large head barbed roofing nails, 
taking an advance over the price of $1.25, 
and shorter than 1 in., $1.75; bright Bes- 
semer and basic wire, $2.50 per 100 Ib.; 
annealed fence wire, Nos. 6 to 9, $2.50; gal- 
vanized wire, $3; galvanized barbed wire, 
$3.25; galvanized fence staples, $3.25; 
painted barbed wire, $2.75; polished fence 
staples, $1.75; cement coated nails, per 
count keg, $2.25 to $2.35; these prices be- 
ing subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 to 
em per cent off list for carload lots, 67 to 

91% per cent for 1000-rod lots, and 66 to 

ssi4, aa cent for small lots, f.o.b. Pitts- 


2% in. 29 gage, corrugated roofing at $3.75 
per sq. 

Cotton Twine—Prices on _ cotton 
twine have been advanced 2 to 3 cents 
per lb. 


Cleveland jobbers quote cotton twine at 
42c. per \|b.; staging twine 48c. per Ib. and 
seine twine 51c. per Ib. 

These 


Copper Rivets and Burrs. — 
have been advanced 10 per cent and are 
quoted by jobbers at 45 per cent off 
list. 

Corrugated Steel Fasteners.—These 
have been advanced about 20 per cent. 
Cleveland jobbers quote saw edge fast- 
eners at 40 per cent off list in boxes of 
100 and 50, and 10 per cent off list in 
boxes of 1000. 


Cap and Set Screws.—There is some 
uncertainty regarding the present price 
situation on cap and set screws owing 
to advances by some of the manufac- 
turers, Jobbers are marking up their 
prices and expect the market to settle 
down to an advance of from 10 to 15 
per cent above recent prices. 


Chain Hoists.—A price reduction of 
about 10 per cent has been made on the 
Weston type of chain hoists. These are 
now quoted to retailers at 65, 10 and 5 
per cent off list. 


Fence.—The demand for fence is only 
moderate. Prices are unchanged. 

Cleveland jobbers quote field fence, f. 0. b. 
Pittsburgh. at 68 per cent off list for car 
lots for mill shipment and 66 per cent off 
list for less than 1000 rods. 

Galvanized Ware.—The demand is 
holding up well and the market is very 
firm. There is some talk of price ad- 
vances, owing to advances in the sheet 
steel market. 

Jobbers quote, f.o.b. Cleveland: Galvan- 
ized tubs with wringer attachment, No. 1. 
$7.25 per doz.; No. 2, $8.25 per doz.; No. 3, 
$9.25 per doz. Heavy Red Band tubs, No. 
1, $13.75 per doz; No. 2, $15.50 per doz. 
No. 3, $17.25 per doz. Standard pails, 10- 
qt., $2.25 per doz.; 12-qt., $2.50 per doz.; 
14-qt., $2.75 per doz.; 16-qt., $3.40 per doz. 

Handles.—There is a moderate de- 


mand for agricultural tool handles. 
Prices are unchanged. 
Jobbers quote f.o.b. Cleveland: Hickory 
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AARS—CROW— HAMMERS AND M. S. Taper Tops, No. 2 to 
Steel Crowbars, 4 ft. 10 Ib. 72¢; SLEDGES— Te OMS icincnwicnnd $3.10 12 te. GB cccccces 50-10-5% 
ib $h°30 14 Ub. $1.05; 5 ft. 18 HOGS vecccccseven 66% -5% Steel, adj., 8 to 12 im., per doz., M.S. Taper Taps, larger.45-5% 
. 70-5 % 3.64 
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BELTING—LEATHER— Stee, Copper Plated...... 70-5% Star H. S. Frame........ sigi2 100 ‘Ib. ree 
From No. 1 Oak Tanned Butts. Chace, Brass and Copper..10% Adj. Pistol-Grip, per doz. $18 12 iven and Steel 
Belting, Ex. Hvy., 18 02..35% Railroad, coppered.......-- 60% SCREWS— s B . 
Belting, Heavy, 16 02......40% Chace, Zinc Plated..... .40-10% nt gg a a a. i 
Bele: Med 0 8% lids bra nessa or Nae ane ace Watts ais als 
@ iG, Lg OB. scvees 0 » wn omt..... 30-10% a 
Second quality, Sides......55% PICKS AND MATTOCKS— ‘Diet teas Pee 7.00 6.90 
EA iu. ee” Railroad | ooo. -++5010-5% Standard List....cccssee+s 50% ee 
’ ontractor’s Picks Oo EE ee 60% 
sate Lacing Sides, ‘ber ‘s@. 40% Discount Cut Th ee Fo oy 94 - sn Weawnd 50% 
“ 7 6G: ron, To CRE Se cccacscccas 40 
ft. Raw Hide, No. in- ROPE— Flat Head or Rownd Head, Stilleon pr eli pi aah ales 0&5 % 
vif 7 sq. ft. ond RA, ot aces ane Pine Pod Ib. 50&10% Genuine Walworth Stillzon 
er ya eee eeeeesees an in. diam. and larger: Fillister or Oval Rownd Head, 624% 
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Competition Hem Grade) $0810% pe theta SE 6¢ Ib. base Fillister or Oval Head.40&10% METALS— * 
Stondard ..seeeeeeee+-40&10% site see diem, and teres oe FRreee ivan, 7. He oe Straits, pf = 
7 - puaeasecauaade 
pg oe ee: iehees Grade... 5. aS hes oppoustarecs tae salle apatite wete 
yma ne Naa 45% Si Seca ou ‘d Bale 20¢ Rolled Thread Brass: Copper 
tee eeeeeeeee ‘0 15 ay, e an e opes, a —_ 
PROM ccrccccccccccccccs 140% Medium ond Coarse: el ae a gangs tae SA TARE cnacdcteaxncoeecs 15¢ 
Bolts— First Quality, 2334¢; second F Mlectreiytic teeeee ee LAM 
Carriage, Machine, &c.— Quality .......6- seeees 4¢ Set and Cap— ati 14ee 
Common Carriage (cut thread): Sisal, Tarred, Medium Lath Flat Head, Irom......... 75-10% Spelter and Sheet Zinc— 
con # 6, ee Pree Fou a ages 23¢ sey {Stee net advance over Western SEE nnncenas 64% @7¢ 
yi mene Second quailty ........... 206 MOM weir eceee renee cs 3% Sheet Zine, No. 9 base, cast 
C Sq. Hd. CS Pr 60&5% 9¢ open 9%F. 
fa fae Hen iikin. end larger, 3 78-5 % Lead 
ar onger....40- ” = 
Phila. Eagle, $3.00 list....60% 50¢ to 60¢ 4. send Torgerson = American Pig, Per ib..6%4@6%¢ 
Sob Bn a, E. P, Nats. «+ 40% Medium, 6/16-in. and berger, Filltster Heed Cop. wri SS he 7 @i%¢ 
achine (cut thread): =e 
% x 4, and smaller....50-10% a Gr., 5/16-in. and Wood ay 
Larger or Longer...... 50-10 % po Varger wocuseeeee-45 @ 464 ries Heat OS 8214-20-5% nes 
DRESSING—Belt— “te: ound Head, Iron..... 80-20-5 % 15 
in gal. cans, gal..$3.00 ae 1, Yin. and up..... 23¢ Flat Head, Brass. aa ee 10% Prices on solder indicated 4 
DRILL AND DRILL No. 2, Yin. ond wp....i9%46 Round Head, Brass. .75-20-10% private brand vary according te 
STOCKs— SAWS AND FRAMES— Fiat Head, Bronze. :$5&108&10% composition. 
Twist, Bit Stock 60% Hack— Round Head, Bronze Babbitt Metal— 
Twist, Taper ‘ana “ 524&10&10% Best emeGe, BOF Mis cccececcad Se 
Shank Straight— 0% STOCKS, DIES AND Commercial grade, per Ib.....85¢ 
Wire Gauge Jobbers’ ‘and ’R. S$. Pang 334% Antimony— 
Blacksmith means he. > ee )|060l i > pr ‘apaiaiahala ee Asiatie, per Ib....... 6% @6%e 
Brace Drills for Wood 50% “Te Fabs, % ae ipeeses bee 
oeeee ‘ 16 to coccccccccee OR Al i _ 
“MER Y—Tarkish— ; OD. cccccnceccccces - 0% No. 1 Al cr pe over 
oot of merhet at present ine. 2 38 Hand “Tepe, smaller than a le “$9 @ per cent pure), in ingots for 
lomestic, Trerrr errr er * Oe cccccccccccccsccsces oe  j .jxj.  €@ ceeccescsoveccessceces remelting, per Ib.... 5@27 
axe handles, single ane | Some bitted, best $2.60; car lots, mill shipment, $2.50; No.9 while there is some talk of advances 
grade, $4.75 per doz.; X grade, $4 per annealed wire, $2.50 per 100 Ib.; N° 9 gal- - — 4 oom on eevee 
doz.; XX grade, $3.50 — doz.; X grade, vanized wire, $3 per 100 lb.; cement coated 0 definite information is available as 


$2.75 per doz. No. 1 pick handles, 3.25 
per doz. Best grade, $4.75 per doz. ; Ameri- 
can Fork & Hoe Co’s wood “D”’ shovel, 
spade and scoop handles, X grade, $6 per 
doz.; maileable “D” grade manure fork and 
spading fork handles, $5 per doz.; X grade, 
long shovel spading handles, $4. 50 per doz.; 
hay and manure fork handles, X grade, 
4-ft., $3.15 per doz.; 4%4-ft., $3.60 per Gee. : 
XX grade, 4-ft., $4. 25 per doz.; 4%4-f 
$4.60 per doz. 


Ice Cream Freezers.—The 
continues quite active. 


Cleveland Rs mig quote freezers as fol- 
lows: Lightning, 2-qt. at $2.50 each; 3-qt. 
at $3 each; 4-qt. at $3.50 each; 6-qt. at 
$4.50 each; White Mountain, 2-qt., $3; 3-qt., 
$3.50; qt. § 6-qt., $5.25; galvanized 
freezers, -qt., 4 per doz. 


Ice Skates.—Jobbing houses are now 
getting quite a few orders for ice skates 
for fall shipment. 


Jobbers quote Union 
hockey skates as follows : 
$2.30 pair; No. 424%, $1.2 
$2.30 pair; No. 42416, ladie s', 
924%, ladies’, $2.75 pair. 


Lawn Mowers.—The demand for 
lawn mowers is quite good for this late 
in the season. Jobbers have done an 
exceptionally good volume of business 
this year, and their stocks of mowers 
will be about cleaned out when retail- 
ers are through buying. 

Nails and Wire.—The demand is quite 
good and prices are firm. 


Cleveland jobbers quote as follows: 
Nails, less than car lots, stock shipment, 
$2.75 per keg; same for mill shipment, 


demand 


Hardware Co. 
No. 9 hockey. 
5 pair; No. 924% 
$1.50 pair; No. 





nails, $2.25 per 100 Ib. 

Oil Cook Stoves.—The hot weather 
has stimulated the demand which is 
quite heavy. 


Jobbers quote oil cook stoves, f.o.b. 
Cleveland, as follows: Harvard. 2-burner, 
$10.85; 3-burner, $14.25; 4-burner, $18.20. 
Cabinet pipe, 2-burner, $14.35; 3-burner 


$18.50; 4-burner, $24.20. 


Poultry Netting and Wire Cloth.— 
There is an unusually good demand for 
poultry netting for this season of the 
year, and wire cloth continues to move 
well. Prices are unchanged. 

Jobbers quote as follows for mill ship- 
ment or for shipment from stocks, f.o.b 
Cleveland: Poultry netting, galvanized 
after weaving, 50 and 5 per cent a 
black wire cloth, 12 mesh, $1.90 to $1.95 pe 


100 sq. ft.; galvanized, $2.40 per 100 sq. fr : 
——— wire cloth, 14 mesh, $6.75 per 100 
Sq. ft. 


Plumbers’ Goods.—The demand for all 
lines of plumbers’ goods continues heavy 
and there is a scarcity of bath tubs and 
lavatories, manufacturers being unable 
to ship orders as fast as received. 


Paints and Varnishes.—There is a 
good demand for all lines of house 
paints and varnishes. Many retailers 
did not buy very far ahead, and they 
are now placing orders to replenish 
their stocks. Turpentine continues to 
advance. Linseed oil is firm. Paint 
prices are guaranteed until July 1, and 


a 


yet as to the attitude of the manufac- 
turers on pri ce changes. 


Clevelan: i jobt 
j 





Mm d pgints at $2.6 per gal. for lors and 
$2 5 for white Linseed 2 per gal 
{ 4 fr ae 
rraw oil and 94 for t I en- 
ti ne, $1.: 31 per gal. for barrel lots. White 


Refrigerators. —The refrigerator sit- 
uation has not changed since our last 
report. Jobbers 4re a praca 
many orders, and manufacturers are 
far behind on shipments. 

Rubber Roofing. —The demand i s fair 
and prices are stead not having 
changed for several an 


getting 


Rope.—The demand has improved ow- 
ing to the fact that many retailers are 
placing fill-in orders. 


Cleveland jobbe 





17%c. per Ib. for 18 \ 
per “Ib. for shipme qual- 
ity sisal rope, lic. ship- 
ment. 

Steel Sheets.—Jobbers have ad- 


vanced prices $2 per ton following the 
recent advances in mill prices, The 
demand is good. 

Cleveland jobbers quote sheets at 4c. for 
No. 28 black and ic. for No. 28 galvanized 

Sporting Goods.—Baseball 
fishing tackle and tennis rackets are 
still in good demand. Jobbers are un- 
able to get the cheaper grades of ten- 


go “ds, 











56 


nis rackets and have been advised that 
no more will be available this season. 


Screws.—Screws are moving well and 
prices are very firm. 

Jobbers quote wood screws as follows, 
f.o.b. Cleveland: Flat head bright, 8244-10 
and 5 per cent off list; round head blued, 
80-10 and 10 per cent off list; round head 
nickeled, 70-10 and 5 per cent off list; 
round head brass, 75-10 and 5 per cent off 
list. 

Screens and Screen Doors.—Although 
it is getting late in the season for these 
the demand is holding up well. 


of HARDWARE 
25 Colfax Ave. 
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Office AGE, 
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37 

Minneapolis, 

| ARDWARE sales in general are 

about of the same volume as the 

but the general tone 

of business conditions is showing a 

steady improvement. Dealers in gen- 

eral are well satisfied with the volume 
of business being obtained. 


preceding week, 


Hose, lawn mowers, tools and build- 
ers’ hardware continue to sell quite 
freely. 


The price changes, advance notice of 
which was given last week, have now 
been put into effect and are quoted in 
this issue. 

Builders’ Hardware.—Sales of build- 
ers’ hardware continue of heavy volume 
and indications are that the sales for 
June will be considerably over the sales 
for May. Some increases have recently 
been made on some of the heavier items. 
is considered fair 
Prices remain 


Axes.—Demand 
and of average volume. 
as for some time past. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single bit axes, $11.50; double 
bit, $16.50 per doz., base weights. 


Bolts.—Demand for bolts continues 
of good volume. There has been an in- 
crease in prices as indicated in last re- 
port. New prices are as follows: 
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Stove Pipe and Elbows.—The demand 
has fallen off somewhat, but jobbers 
have booked a good volume of orders 
for fall delivery. 

Cleveland jobbers 
stove pipe for 
crate, same for stock shipment, 
crate; crimped elbows at $1.20 
for mill shipment and $1.40 per 
stock shipment. 


Shovels.—The demand continues good 
and prices are unchanged. 
Jobbers quote f.o.b. 


quote 6-in. 28-gage 
mill shipment at $3.30 per 
$3.50 per 
per crate 
crate for 


Cleveland as follows: 


No. 2 size shovels, 4th grade, $9.25 per 
doz.; 2nd grade, $11 per doz.; Ist grade, 
$14.50 per doz. 
IN CITIES 
TWIN C S 
We quote from jobbers’ stocks,  f.0.b. 
Twin Cities: Small carriage bolts, 50-10 per 
cent; large carriage bolts, 45 per cent; 
small machine bolts, 50-10-10 per cent; 
large machine bolts, 50-10 per cent; stove 
bolts, 75-10 per cent; lag screws, 60 per 
cent. 


Brads.—There continues to be a very 
active demand for wire brads. Prices 
remain as last quoted. 

We quote from 
Twin Cities: Brads, 
75 per cent from list. 

Churns.—The demand for churns con- 
tinues in about the same volume as for 
the last few weeks. Prices are firm. 


We quote stocks, f.o.b. 
Twin Cities: 40-5 per 
cent from list. 

Eaves Trough, Conductor Pipe and 
Elbows.—Demand continues of good 
volume and stocks are ample. Prices 
remain as last quoted, 

We quote 


jobbers’ stocks, f.o.b. 
in standard packages, 


from 
Barrel 


jobbers’ 
type churns, 


from jobbers’ stocks, f.o.b. 
Twin Cities: Eaves trough, 28 gal., 5 in., 
lap joint, single bead, $4.50 per 100 ft.; 
3-in. conductor pipe, corrugated, $4.50 per 
100 ft.; elbows, 3-in. corrugated, $1.55 per 
doz. 


Files.—There is a very good demand 
for files at.this time. Prices show no 
change. 


We quote from jobbers’ stocks, f.o.b. 


Twin Cities: Nicholson files, 60-5 per cent; 
Arcade files, 70-24% per cent; Disston files, 
70-10 per cent. 

Galvanized Ware.—The market for 
galvanized ware is showing consider- 


‘ 
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Snow Shovels.—Very few orders have 
been placed since the recent announce- 
ment of prices for the season. 

Cleveland jobbers quote standard No. 34 
split handled steel snow shovels at $11 per 
doz.; No, 33, $10.25 per doz.; No, 3 wooden 
shovels, $4.25 per doz.; No. 20 split handled 
wood shovels, $6 per doz. 

Steel Bars.—The market is firm at 
the recent price advance. 

Cleveland jobbers quote 
2.410e. ; 

Wrought Washers.—A price advance 
of about 10 per cent has been made on 
wrought washers. 


steel bars at 


able impnovement and there is a fairly 
steady demand. Prices remain as last. 





We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Galvanized tubs, No. 1, $6.10 
per doz.; No. 2, $6.85; No. 3, $8; heavy 
galvanized, No. 1, $12; No. 2, $138; No. 3, 
$15; standardized 10-qt. galvanized pails, 
$2.15; 12-qt., $2.35: 14-qt., $2. a 16-qt. 
stock pails, heavy, $6; 18-qt., $7.3 


Glass and Putty.—Sales pee of 
average size for this season of the year. 
Prices are firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single strength glass, 84 per 
cent; double strength glass, 8&5 per cent. 


Putty in 50-lb. drums, $4.40 per ewt.; 25-lb. 


drums, $4.55 per ewt. 

Hose.—There remains a good demand 
for garden hose and some jobbers’ stocks 
are pretty well depleted. Prices remain 
as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Five-ply, %-in., 114 c. per ft. ; 
3-ply, competition hose, 944c. per ft. 


Ice Cream Freezers.—Sales are only 
of fair size, as there has been no ex- 
tremely hot weather to create an active 
demand. Prices remain unchanged, 


We quote f.o.b. 
win Cities: Best grade, wooden tub, 4-qt., 
$4.13 each; 6-qt., $6.75 each. 

Lawn Mowers.—While the sales of 
lawn mowers are not quite as heavy 
as two or three weeks ago, there still 
remains a very satisfactory amount of 
business. Prices remain stationary. 

We stocks, f.o.b. 


from jobbers’ stocks, 


1. 


quote from jobbers’ 
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Twin Cities: Best standard grades, from 25 
to 30 per cent from list; medium grade, 
ball-bearings, from $8.35 to $9.50 each. 


Milk Cans.—Sales remain of average 


volume. Prices show no change. 

We quote from jobbers’ stocks, f.o.b 
Twin Cities: Railroad milk cans, 5-gal., 
$2.25 each; 8-gal., $2.80 each; 10-gal., $2.95 
each. 


Nails.—There is a very active de- 
mand for nails and a very large volume 
of business is being done. Prices show 
no change. 

We quote from jobbers’ stocks, f.o.b 
Twin Cities: Standard wire nails, $3.45 
base; cement coated nails, $2.80 base. 

Paper.—Sales are still going strong 
and a very satisfactory amount of busi- 
ness is being received. Prices remain 
as last quoted. 

We quote from jobbers’ stocks, f.0.b. 
Twin Cities: No. 2 tarred felt, $2.57 per 
ewt.; string felt, $1.42 per cwt.; red rosin 
sheathing, $2.19 per cwt. 

Poultry Netting.—While the demand 
is slowing up somewhat there is still 
a fairly active call for netting in small 


lots. Prices remain as last quoted. 
We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Hexagon poultry netting, 55 


per cent from standard lists. 

Rope.—Demand for rope is quite ac- 
tive and sales are considered to be of 
about the usual size. Prices remain as 
for some time past. 


We quote from jobbers’ 
Twin Cities: Pure manila rope, 
Ib.; pure sisal rope, 16%4c. per Ib. 


f.o b. 
per 


stocks, 
19%c¢ 


Aluminum Co. of America May 
Expand 

Plans are under way by which Alu- 
minum Co. of America, Pittsburgh, may 
lease for a period of twenty-five years 
the Aluminum Manufactures Inc., the 
latter having plants for the manufac- 
ture of aluminum ware at Cleveland, De- 
troit, New Haven, Conn., and Buffalo, 
and also has two other plants which 
have not been active for some time. 

The Aluminum Co, of America offers 
to lease the property of the Aluminum 
Manufactures, Inc., for a period of 
twenty-five years dating from July 1, 
1922; to purchase the entire inventory 
at the market value, July 1, 1922; and 
to purchase $708,700 par preferred 
stock at $65 a share and accrued divi- 
dends and the retirement of 2000 shares 
a year of preferred stock. Concerning 
the outlook for dividends on the con.- 
mon stock, the lease provides for the 
payment of $1 a year in 1924; $1.50 a 
year in 1925, and thereafter for the 
twerty-three years remaining of the 
lease, $3 a year. 

A special meeting of stockholders of 
the Aluminum Manufactures, Inc., has 
been called, to be held in Cleveland on 
June 29, at which the matter of leasing 
the company to the Aluminum Co. of 
America for a period of twenty-five 
years will be acted upon. 


Passenger automobiles are now being 
produced, it is said, at the rate of 
3,000,000 cars annually, on the basis of 
current schedules. It is believed that 
the 1920 figure of 1,809,170 cars will 
be surpassed by the end of 1922. 
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Sandpaper.—There continues to be a 
very active demand for sandpaper and 
a good volume of business is being done. 
Prices show no change. 

We quote stocks, f.o.b 


from jobbers’ 


Twin Cities: Best grade No. 1, at $7.20 per 
ream; second grade No. 1, at $6.50 per 
ream; No. 1 garnet paper, $15 per ream 


Sash Cord.—Orders for sash cord 
are now coming in freely and a good 


volume of business is being done. 
Prices show no change. 

We quote from jobbers’ stocks, f.o.b 
Twin Cities: Best grades, 65c. per lb.; ordi 


nary grades, 36c. per ib 


Sash Weights.—A very satisfactory 


amount of business is now being re- 
ceived. Prices remain firm. 
We quote from jobbers’ stock f.o.b 


Twin Cities: $2 per cwt 

Solder—Sales of solder are considered 
of good volume. There has been a 
slight increase in price. 

We 
Twin 
per Ib. 

Steel Sheets.—Steel sheets continue 
to show improved demand in a small 





stocks, f.o.b 
solder, 24 


jobbers’ 
and half 


from 
Half 


quote 
Cities : 


way. Prices have been increased as 
forecast in our last report. 

We quote from jobbers’ stocks, f.o.b 
Twin Cities: 28 gage galvanized sheets 
$5.65 per cwt.; 28 gage black sheets, $4.65 
per cwt. 


Tacks.—The total volume of sales is 
not large, although the demand is con- 


57 


sidered quite fair. Prices remain un- 
changed. 

We quote from jobber stocks f.o.b 
Twin Cities American cut, & oz., 606 per 
dozen packages; tinned carpet, 8 oz., 65e.;: 

double pointed, 11 


blued carpet, 8 oz., 60« 
1%, 32C 


Tin Plate.—A substantial volume of 
business is now being obtained in this 


line. Prices remain as last quoted. 

We quote from jobbers’ stocks, f.o.b 
Twin Citic Furnace coke, ICL, 20 x 28, 
$13; roofing tin, IC 20 x 28, 8 Ib. coating, 
$13 


Wheelbarrows.—Sales are of about 
usual size for this season of the year, 


and while not large are considered fairly 


good. Prices are firm. 

Wwe yu from jobbers tocks, f.o.b 
Twin Cities Wood stave, fully bolted, $36 
per doz No. 1 tubular stee $4 eacl 


No. 1 gar 


‘ den barrow, $5.49 each 
Wire Cloth.—Demand for wire cloth 
in a strictly retail way is dropping off 
rapidly. Prices show no change. 


f.o.} 





We quote n jobbe ) 
Twin Cities: Black, 12 > 2 10 pe 
100 sq. ft galvanized, $2.40 per 100 sq. ft 

Wire.—Sales continue to be fairly 
good. Jobbers’ stocks are ample and 


prices remain firm. 
We quote fron 


jobber toch f.o.b 


Twin Cities Barbed wire )-rod poo 

painted cattle $2.95 galvanized ttle 

$3.34; painted hog wire, $3.16; galvanized 

hog wire, $3.58; smooth black annealed No 

9. $3.30 per ewt mooth galvanized an- 
$3.80 per cwrt. 


nealed No. 9 


The Business Quiz 
No. 30 
Question No. 1—What are the three main elements or factors 
im analysis of manufacturing costs? 
Answer—The three elements in the analysis of manufacturing 
costs are (1) costs of material, (2) labor or production costs, (3) 


operating and selling expense. 


Question No. 2—How can manufacturing cost be distributed 


with the least incident of error? 


Answer—To distribute manufacturing costs with the least pos- 
sibility of error take (a) a percentage on the value of labor and 
material, (b) a percentage on the value of material used, (c) a 
percentage of productive labor, (d) a rate imposed per hour of 


productive labor. 


Question No. 3 
per day? 





How can you find the cost of doing business 


Answer—To find the cost of doing business per day take 313 
days (the average business days in the year) and divide by the 
cost of doing business per year. As an example, suppose the year’s 


eo 


expense is $9,682.20; divide by 313, which gives you $30.93, or 


31 per cent. 


Question No. 4—Which is preferable, to discount your bills 2 
per cent 10 days or pay same 30 days net? 

Answer—The question of taking advantage of 2 per cent dis- 
count or paying bills net 30 days is best explained as follows: A 
concern selling goods for 2 per cent 10 days gets 36 turnovers; 


on the 30 day they get but 12. 


Question No. 5—If a salesman has goods stolen from a sample 
room which he hires in a hotel, is the hotel responsible? 
Answer—When a salesman uses a sample room or even his bed- 


room for display of goods, he is supposed to have full control of 


same, and the hotel is not responsible for goods shown therein. 
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W. H. Eager Made President of 
Whitman & Barnes 


Announcement is made of the eleva- 
tion of William H. Eager, since 1918 
first vice-president of the Whitman & 
Barnes Mfg. Co. of Akron to the 
presidency of that organization to suc- 
ceed A. D. Armitage, who resigned 
June 7 in order to give more of his 
time to his duties as vice-president and 
general manager of the J. H. Williams 
Co. of Brooklyn, N. Y., with executive 
offices in Buffalo. 

Since the sale of the Whitman & 
Barnes factories at West Pullman and 
St. Catharines, Ont., to J. H. Williams 
& Co., Mr. Armitage has served in the 
dual position of president of the Ak- 
ron company and vice-president and 
general manager of the other, in which 
Whitman & Barnes owns a large inter- 
est. He still remains a member of the 
Whitman & Barnes board of directors. 

For the last sixteen years Mr, Eager 
has been with the Whitman & Barnes 
Mfg. Co., joining the organization as as- 
sistant superintendent of the Chicago 
factory, later becoming works manager, 
and in 1908 he was elected treasurer. 
In the early part of 1909 he was trans- 
ferred to Akron, with the removal of 
the executive offices to that city, and 
two years later he was made sales 
manager, after which came his elec- 
tion as first vice-president in 1918. 

Announcement is also made that 
Frank W. Oliver has joined the Whit- 
man & Barnes Manufacturing Co.’s 
sales organization. He will become 
Eastern sales manager, July 10, with 
headquarters at the company’s New 
York store, 64 Reade Street. Mr. 
Oliver has been connected with the 
drill and reamer industry continuously 
for twenty-three years. 


J. W. Seekings Passes Away 


J. W. Seekings, secretary-treasurer 
of the Bridgeport Screw Co., Bridge- 
port, Conn., died on Wednesday, June 
14. Mr. Seekings, born an English- 
man, was for many years in the employ 
of the Dominion Wire Manufacturing 
Co., Montreal, Canada, where he rose 
to the position of assistant to the 
president of that concern. He re- 
signed this position to come to the 
Bridgeport Screw Co. in 1911 as sec- 
retary-treasurer. 


Joseph Maycock Passes On 


Joseph Maycock, aged seventy-nine 
years, and for over twenty years rail- 
way representative for Pratt & Lam- 
bert-Inc., died in Buffalo, N. Y., early 
Thursday morning, June 15. 

He was born in Oxford, England, in 
1843 and when twelve years old, came 





to America with his parents, who settled 
in Buffalo on the site of what is now 
the State Hospital. Here, as a youth, 
he went to school and played on the 
banks of Scajaquada Creek, in the very 
neighborhood where Pratt & Lambert, 
Inc., in 1902 erected its largest plant. 
He is survived by a son, Dr. Burt J. 
Maycock, Buffalo, N. Y., a brother, 





Joseph Maycock 


Mark M. Maycock, Tonawanda, N. Y., 
and two grandsons, J. Farwell and 
Burt H. Maycock, both of Buffalo, N. Y. 
Mrs. Maycock, formerly Miss Helen 
Hull. 


Frederick E. Spalding Dies 


Frederick E. Spalding, for many 
years prominent in the, mill supply 
business in Providence, R. I., died 
June 18 in the Providence Homeopathic 
Hospital, following a brief illness. Mr. 
Spalding was born. at Danielson, 
Conn., in 1853, and was educated in the 
schools of that town. As a young man 
he went to Providence and became as- 
sociated with Brown Bros. Co., where he 
learned the mill supply business. 
Later he was one of the incorporators 
of the Standard Mill Supply Co., and 
several years ago served as secretary 
and treasurer, which offices he held at 
the time of his death. 


D. F. Kemp Reported Il 


D. F. Kemp, 375 Porter Avenue, 
Buffalo, N. Y., for many years a rep- 
resentative of the Clipper Tool Co., 
Vaughn & Bushnell of Chicago, White 
Mountain Freezer Co., Nashua, N. H., 
and Lawrence Bros. of Sterling, IIl., 
is seriously ill at his home, suffering 
from an attack of angina pectoris. Mr. 
Kemp has been a very vigorous man 
and is in his seventy-ninth year. 


Reading matter continued on page 60 


A. C. Bartlett Leaves Large 
Estate 


The will of Adolphus C. Bartlett, 
last of the original members of the 
firm of Hibbard, Spencer, Bartlett & 
Co., disposing of real and personal 
property valued at $2,200,000, was 
filed recently by Attorney John P. 
Wilson, Jr. With the exception of six 
$10,000 bequests to religious, cultural 
and charitable institutions, the estate 
goes chiefly to the widow and descend- 
ants. 

Mrs. Abby H. Bartlett, the widow, 
receives a cash legacy of $50,000 and 
the income for life of one-fifth of the 
residuary estate, which will amount to 
about $15,000 annually. Mention is 
made in the will of a deed of trust 
executed at the time the will was 
signed, which made ample provision for 
her. 

Each of the following institutions 
received a $10,000 bequest: Chicago 
Home for the Friendless, Old Peoples’ 
Home of Chicago, Beloit College, Bel- 
oit, Wis.; Orchestra Association, Chi- 
cago; Art Institute of Chicago, and 
Central Church of Chicago. To the 
Methodist Episcopal Church and the 
Universalist Society of Salisbury Cen- 
ter, N. Y., and to the Methodist Epis- 
copal Church and the Baptist Church 
of Denereaux, N. Y., he bequeathed 
$500 each. 


Cannell Heads Osborn Sales 


On June 15 E. W. Cannell became 
manager of sales extension for the 
Osborn Manufacturing Co., Cleveland, 
Ohio. Mr. Cannell has been with the 
Osborn Manufacturing Co. for over ten 
years. For several years he was ad- 
vertising manager and more recently 
has been covering Ohio. 

On June 1 Guy Hamilton, who for 
the past two years has been engaged 
in other work, returned to the sales 
department of the Osborn Manufac- 
turing Co. For several years Mr. Ham- 
ilton has covered various sales terri- 
tories for the company. 


G. M. Landers in New York 


George M. Landers, formerly vice- 
president Landers, Frary & Clark, New 
Britain, Conn., is now associated with 
the New York branch of that concern. 


A. D. Graves Resumes Duties 


A. D. Graves, general manager, Pratt 
& Lambert, Inc., Buffalo, N. Y., has 
recovered from a recent operation for 
appendicitis and is now back at his desk 
at Buffalo, to assume added responsibil- 
ities in the absence of J. H. McNulty, 
president, who sailed for Europe 
June 17. 
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A quick sale, 





AGE 


Write us for this book. 
it comes, tie it to your counter 


When 
where it will actually help you 
sell garage sets. 


bcs ac: ‘a Wx 
McKIN 
Dal GARAGE SETS 





and a satisfactory sale all around 


"Tee selling of a set of McKinney 
Garage Door Hardware is quick 
because you sell the set as a unit—every- 
thing needed for the hanging and opera- 
tion of a garage door is packed in a 
single box. 


There is no time consumed assembling 
the various articles of hardware, no 
wrapping, no adding of prices. Each 
set is complete from track to screws. No 
chance of anything being forgotten. 


It is a satisfactory sale because you 
know you are giving your customer -a 
set of hardware that is of the highest 
quality throughout— McKinney made— 
a set which will not only carry his door 


MCKINNEY 
i ges and Butts 
and Hardware 


Also door hangers and 
track, door bolts and 
latches, shelf brackets, win- 
dow and screen hardware, 
cabinet hardware, steel 
door mats and wrought 
specialties. 


McKINNEY 


Western Office, Wrigley Bldg., Chicago 


perfectly, but which will give him long 
years of service. 

Write today for our interesting book 
which shows pictures and simple erecting 
plans for all types of garage doors, slid- 
ing-folding, swinging and around-the- 
corner types—together with illustrations 
and ordering numbers for the McKinney 
sets which correspond with each door. 
Ask us for the McKinney Garage Door 
Hardware Book. 

When the book comes, tie it to your 
counter so that it can be consulted by 
you and your customers. It will be ex- 
tremely helpful to a customer in de- 
termining just what kind of a door he 
requires, 


MCKINNEY 
Complete Garage Door Sets 


MANUFACTURING COMPANY, 


PITTSBURGH 
Export Representation 
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Notes of the Retail Hardware Trade 














ForTUNA, CaL.—The Fortuna Hard- 
ware & Plumbing Co., composed of F. 
P. Epps and Frank Grunert, has suc- 
ceeded to the business of Harry W. Call. 
The new owner requests catalogs on the 
following: Automobile accessories, barn 
equipment, bathroom fixtures, belting 
and packing, builders’ hardware, build- 
ing paper, churns, cutlery, electrical 
household specialties, electrical supplies 
and equipment, farm implements, flash- 
lights, fishing tackle, garage hardware, 
gasoline engines, guns and ammunition, 
harness, heating stoves, incubators, me- 
chanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poul- 
try supplies, prepared roofing, pumps, 
shelf hardware, sporting goods, stoves 
and ranges, tin shop and washing ma- 
chines. 

East Hartrorp, CONN.—The E. H. 
Variety Hardware & Housefurnishing 
has opened a store at 1191 Main Street, 
where a complete stock of the follow- 
ing is carried, on which catalogs are 
requested: Barn equipment, bathroom 
fixtures, builders’ hardware, building 
paper, crockery and glassware, cutlery, 
electrical household specialties, electri- 
cal supplies and equipment, farm imple- 
ments, flashlights, fishing tackle, ham- 
mocks, heating stoves, home barbers’ 
supplies, kitchen housefurnishings, me- 
chanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poul- 
try supplies, prepared roofing, shelf 
hardware, toys and games and wheel 
toys. 

Fort Dopce, Iowa.—The Prusia 
Hardware Co. will open a branch store 
at 1021 Central Avenue about July 1, 
and carry a stock of barn equipment, 
bathroom fixtures, bicycles, builders’ 
hardware, churns, crockery and glass- 
ware, cutlery, dairy supplies, electrical 
household specialties, flashlights, fish- 
ing tackle, garage hardware, guns and 
ammunition, heating stoves, insecti- 
cides, kitchen housefurnishings, lubri- 
cating oils, mechanics’ tools, paints, oils, 
varnishes and glass, poultry supplies, 
refrigerators, shelf hardware, silver- 
ware, sporting goods and washing ma- 
chines. 

CENTER Point, Iowa.—The Floyd & 
Newland hardware stock is now owned 
by Mr. Floyd. 

CoLumBus, Kan.—The Walberts & 
Timberlake Hardware & Furniture Co. 
has been incorporated with a capital 
stock of $200,000 and will deal in barn 
equipment, belting and packing, build- 
ers’ hardware, building paper, churns, 
cream separators, cutlery, dairy sup- 
plies, farm implements flashlights, fish- 
ing tackle, gasoline engines, guns and 
ammunition, hammocks and tents, har- 
ness, heating stoves, incubators, insec- 
ticides, kitchen housefurnishings, lino- 
leum and oil cloth, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, plumbing department, pre- 
pared roofing, pumps, refrigerators, 
sewing machines, shelf hardware, sil- 
verware, sporting goods, stoves and 
ranges, tin shop and washing machines. 
The concern also operates branch stores 
at Arma, Girard and West Mineral. 

SyLVAN GROVE, KAN.—The Sylvan 


Cash Hardware is purchaser of the 
hardware and implement store of Gott- 
fried Heinze. 

SWEET SprRINGS, Mo.—J. A. Cayton 
requests catalogs on cream separators, 
farm implements, furnaces, plumbing 
department, pumps and washing ma- 
chines. 

Bancor, MeE.—The Kendall & Winch 
Co. has disposed of its stock to the 
Dakin Sporting Goods Co. The pur- 
chaser has made several improvements 
in the store and added new show cases 
and shelving. Catalogs requested. 

HUBBARDSTON, Micu.—C. Brunn & 
Sons have recently suffered a fire loss. 
They request catalogs and price lists on 
the following items: Automobile ac- 
cessories, automobile tires, barn equip- 
ment, bathroom fixtures, belting and 
packing, bicycles, builders’ hardware, 
building paper, churns, cream separa- 
tors, crockery and glassware, cutlery, 
dairy supplies, electrical household 
specialties, farm implements, flash- 
lights, fishing tackle, furnaces, garage 
hardware, gasoline, gasoline engines, 
guns and ammunition, hammocks and 
tents, harness, heating stoves, heavy 
hardware, home barbers’ supplies, incu- 
bators, insecticides, kitchen cabinets, 
kitchen housefurnishings, linoleum and 
oil cloth, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
phonograpls, plumbing department, 
poultry supplies, prepared roofing, 
pumps, refrigerators, sewing machines, 
shelf hardware, silverware, sporting 
goods, stoves and ranges, tin shop and 
washing machines. 

St. Louis, Mo.—The Lehman Hard- 
ware Co., Tamm and Clayton Avenues, 
successor to G. E. Lehman, has been 
incorporated with a capital stock of 
$15,000, to deal in the following, on 
which catalogs are requested: Auto- 
mobile accessories, automobile tires, 
builders’ hardware, building paper, 
churns, crockery and glassware, cutlery, 
dairy supplies, electrical household 
specialties, electrical supplies and equip- 
ment, flashlights, fishing tackle, garage 
hardware, incubators, _ insecticides, 
kitchen housefurnishings. lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, phonographs, plumb- 
ing department, poultry supplies, pre- 
pared roofing, pumps, shelf hardware, 
washing machines and wheel toys. 

Drew, Miss.—The Benj. Levingston 
Hardware Co. has commenced business 
here, dealing in automobile accessories, 
automobile tires, bathroom fixtures, 
belting and packing, building paper, 
churns, crockery and glassware, cut- 
lery, farm implements, flashlights, fish- 
ing tackle, garage hardware, gasoline, 
guns and ammunition, harness, heavy 
hardware, kitchen cabinets, kitchen 
housefurnishings, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, plumbing department, 
pumps, refrigerators, sewing machines, 
shelf hardware, silverware, stoves and 
ranges and wheel toys. Catalogs re- 
quested. The concern also operates a 
branch store at Ruleville. 

ORISKANY FALLs, N. Y.—W. C. Bur- 
kett has taken over the stock of Charles 


W. Doyle, consisting of automobile ac- 
cessories, automobile tires, barn equip- 
ment, bathroom fixtures, belting and 
packing, builders’ harware, building pa- 
per, churns, cutlery, dairy supplies, 
electrical household specialties, farm 
implements, flashlights, fishing tackle, 
furnaces, guns and ammunition, han 
mocks and tents, heating stoves, insec- 
ticides, kitchen housefurnishings, lubri- 
cating oils, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing de 
partment, prepared roofing, pumps, re- 
frigerators, shelf hardware, sporting 
goods, stoves and ranges and tin shop. 
GENEVA, Nes.—E. Nahrgang, new 
owner of the hardware and harness 
business of Joseph Ertel, requests cata- 
logs on a general line of hardware. 


DayTon, N. Y.—V. A. Tobey has dis- 
posed of his stock to Gregory & Taylor, 
who request catalogs on furnaces, barn 
equipment and washing machines. 

SCHENEcTaDyY, N. Y.—A. H. Goldman 
will, about July 1, commence business 
at 464 State Street, and will carry a 
general line of hardware, on which cat- 
alogs are requested. Mr. Goldman was 
formerly in business at Boston. 

Smyrna, N. Y.—Arthur J. Crumb 
has purchased the interest of his part- 
ner, Charles Gates, in the Smyrna 
Hardware Co. The firm name will re- 
main unchanged. 

WATERTOWN, N. Y.—H. S. Arthur & 
Sons Co., 57 Public Square, have sold 
their stock to McLoughlin & Hawkins, 
Inc. The business is both wholesale and 
retail in the following: Automobile ac- 
cessories, barn equipment, bathroom 
fixtures, belting and packing, builders’ 
hardware, building paper, churns, cut- 
lery, dairy supplies, electrical household 
specialties, electrical supplies and equip- 
ment, flashlights, furnaces, garage 
hardware, heating stoves, home bar 
bers’ supplies, kitchen housefurnishings, 
lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumb- 
ing department, prepared roofing, re 
frigerators, sewing machines, shelf 
hardware, silverware, stoves and 
ranges, tin shop, washing machines and 
wheel toys. Catalogs requested on a 
general line of hardware. New store 
fixtures have been installed and a stock 
of hardware added. 

CLEVELAND, OHIO.—William Mishler, 
12734 Woodland Avenue, is erecting a 
new store building which will be ready 
for occupancy about Sept. 1, carrying a 
stock of the following: Automobile ac- 
cessories, automobile tires, barn equip- 
ment, bathroom fixtures, builders’ hard- 
ware, building paper, churns, crockery 
and glassware, cutlery, dairy supplies, 
electrical household specialties, eleo- 
trical supplies and equipment, farm im- 
plements, flashlights, fishing tackle, fur- 
naces, garage hardware, guns and am- 
munition, hammocks and tents, heating 
stoves, heavy hardware, kitchen cabi- 
nets, kitchen housefurnishings, lubricat- 
ings oils, mechanics’ tools, paints, oils, 
varnishes and glass, prepared roofing, 
pumps, refrigerators, shelf hardware, 
silverware, sporting goods, stoves and 
ranges, tin shop, toys and games, wash-~ 
ing machines and wheel toys. 


Reading matter continued on page 62 
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The live hardware 
dealer says: 


GOOD LUCK 
Jar Rubbers 
are made by 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 
Makers of BULL DOG, 
MILO and GOOD LUCK 


Brands of Standardized 
Garden Hose. 


“The Women Have a Canning Club 


‘They fixed up an old barn with 
kerosene stoves, long plank tables, 
boilers, pressure cookers, ’n every- 
thing. 


‘Did I help them all I could in get- 
ting this stuff together ? 


“Well, just calculate what a club 
lke this means to the leading hard- 
ware man intown. There’s a barrel 
of money in GOOD LUCK rings 


alone. 


‘“However, my neighbor on the right 
who keeps fresh fruits and vegetables 
is grouchy about this club. He’s 
thinking it will makefpoor trade for 
him next winter.”’ 
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Fills Water Pans of Furnaces 
and Humidifiers 


Shepard-Thomas Corporation, 537 
Mercantile Bldg., Rochester, N. Y., are 
offering a valve said to automatically 
govern the water supply in water pans 
and humidifier devices. It is covered 
by patents and was recently put on the 
market. 

The valve opens by the float dropping 
with the water and backing the needle 
off its seat by the rotation of a triple 
pitch screw on the needle stem. The 
height of the water can be varied by 
the rotation of the whole valve seat 
member in its containing member. The 
float is connected to the needle by an 
actuating mechanism which allows the 
water to fall slightly without motion 
of the needle. Then, when the mechan- 









S-T Humidifier Valve 


ism takes hold and turns the needle 
back off its seat, the water pressure 
will back it all the way off to the limit 
of the mechanism. This is said to 
cause a rush of water through the valve 
opening which cleans out the dirt that 
might be lodged there. It is claimed 
that wear is reduced since the valve 
does not constantly operate or seep. 
Valve hanger is made with an ad- 
justable clamp to grasp on the edge 
of any container, and the swivel joint 
allows the float to be set at any angle. 
Connection from the water supply to 
the valve is made by a flexible copper 
tubing. It is possible through the 
flexible connection on the tank, to re- 
move the whole valve mechanism by 
loosening the set screws on the hanger. 


New Remington Game Loads 


The Remington Arms Co. has taken 
a step in adding facility to handling 
ammunition. This new service in loaded 
shells—the new Remington game loads 
—removes the necessity of stocking 
up with many different combinations of 
powder and shot, according to the mak- 
ers, and speeds up turnover. The right 
load for the customer who is in a hurry, 
is found quickly. 

It is said that the combinations used 
in these game loads represent about 80 
per cent of the loads used by sportsmen 
in this country. They are loaded with 
high grade American powders, good 
shot, wads and primers, in the Nitro 
Club wet-proof shell. The right load for 
any of a wide variety of purposes may 
be found among the Remington game 
loads, 

Under nine game load labels are 
twenty different loads, nine in 12 gage, 
including one trap load; five in 16 gage, 
and six in 20 gage. A picture of the 
game bird for which the load is intended 
is shown in full color on the front panel 
of each box label. For instance, on 
the box containing the duck load is a 
picture of a duck, and the caption, 


“Remington Duck Load.” At the left 
hand side of the front panel are the 
words, “Also for Pheasant.” The various 
labels are cross-indexed in this way 
to facilitate handling. Each label also 
shows the gage of the shells and size 
of shot in large type. 


Suggestions for Home Builders 


An interesting and instructive book- 
‘at. Suggestions for the Home Builder, 
is being distributed by the McKinney 
Manufacturing Co., Pittsburgh, Pa. 
Home planners and builders are given 
many valuable suggestions in the equip- 
ment of rooms, doors, garage, and the 
countless little items which are so 
easily neglected until after the house 
is finished. It is an attempt to prevent 
the “Why didn’t you’s,” so commonly 
heard after moving into the new house. 


Additions to Thermalware Line 


One of the latest additions to the 
Thermalware line is the new style jar 
of gallon capacity with four-inch open- 
ing and all parts interchangeable. This 
product is known to the market as the 
Aladdin Thermalware Jar, made by 





Thermalware Heat-Retaining Dish 
the Aladdin Industries, Inc., 609 West 


Lake Street, Chicago, Ill. The makers 
claim for it high thermal efficiency, 
durability and _ sanitation. It is 
equipped with an insulated glass 
stopper and an aluminum cup cap being 
of unusually large capacity, this jar 
is especially useful to motorists and 
sportsmen. 

The jar is encased in a thick layer 
of insulating material with an outer 
metal jacket of hardened aluminum 
ribbed for greater strength. Combin- 
ing a glass container with a metal 
jacket the high thermal efficiency 
claimed for it is secured. When the 
jar is in use the four-inch opening is 
closed by a hollow, heat-insulated, sani- 
tary glass stopper, interchangeable 
and replaceable. Container and stopper 
are mirror-finished to reflect the heat 
rays instead of absorbing them. 

A combination cooking, serving and 
heat-retaining dish is also put out by 
the same company. Food may be 





New Style Thermalware Jar 


cooked or placed in the insert, an 
enamel stove or oven dish, and both food 


Reading matter continued on page 64 
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The Grip of a Bulldog 
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Quick Action Vises 


It takes only a moment to adjust a Richards-Wilcox vise. A sligh: 
reverse movement of the handle immediately disengages the screw, per 
mitting instantaneous adjustment to any desired length. When the 
screw is engaged it affords continuous screw movement throughout its 
entire length, making slipping impossible and giving the vise the grip of 
a bulldog. 

Richards-Wilcox vises are of simple, sturdy construction. There are 
no pawls, racks or triggers to break or wear, consequently they never 
get out of order. Another desirable feature is the ribbed jaw, which 
combines maximum strength with minimum weight. 

There is satisfaction in selling Richards-Wilcox vises because they 
vive lasting satisfaction to their users. Catalog A-26 tells more about 


them. Send for a copy today. 
(0. 
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A Hanger torany Door that Slides 


AURORA, ILLINOIS.U.S.A. 


Minneapolis Chicago New York Cleveland Los 





Philadelphia Boston St. Louis Indianapolis San Francisco 
RICHARDS-WILCOX CANADIAN CO Ii®# 
Winnipeg LONDON, ONT tontreal 
R-W hardware ts new being adewtiond = = ee ee 
circu ° : : 
yet ales Apagge anton tagpee g — 4 Slidetite—the original sliding-folding 
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* ’ fe » J K 2, garage door hardware. 
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By thus spreading the fame of R-W 
hardware we are making it easier to 
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and dish may be placed in a nickel, 
copper or silver receptacle. When the 
insulated cover is put in place the three 
parts become automatically sealed. 
This product consists almost entirely 
of metal assuring durability. The par- 
tial vacuum created by the construction 
affords the really scientific method of 
insulation. 


New Gage on Market 


E. C, Stearns & Co., Inc., Syracuse, 
N. Y., have placed on the market No. 
29 Wood Marking Gage. The beam con- 





No. 29 Wood Marking Gage 


structed of beech with a metal head. 
The beam is thoroughly polished and 
the head japanned. Set screw is nickel 
plated. It is plainly graduated to nine 
inches length. 


New Plural Plug 


The Hemco Tach-Lite, a new shaped 
plural plug, is now being offered for 
sale by the George Richards & Co., 577 
W. Monroe St., Chicago. It is sold in 
conjunction with the Hemco Twin-Lite 
plug. 
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Hemco Tach-Lite 


The Tach-Lite plug is said to embody 
a number of exclusive utility features. 
Any type shade holder can be attached 
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to it. The screw type shade holder is 
screwed on to the threaded end of the 
plug. The clamp type shade holder is 
fastened directly above the threaded 
end of the plug. 

It is molded in one piece of conden- 
site. It will not crush. It is not 
affected by moisture nor will it soften 
while burning a nitrogen lamp. 

The Hemco Tach-Lite is small, neat 
and compact. The makers say, it will 
retain its black, glossy finish in- 
definitely. 


New Design in Expansion Bolts 


An interesting patent has recently 
been granted the Isaac Church Expan- 
sion Bolt Co., East Norwalk, Conn., 
covering an improvement in expansion 
shields. This improvement relates to 
the class of bolts designed to secure 
various objects to brick, stone and con- 
crete, known as expansion bolts. The 
essential features are that the expan- 
sion shell is provided with smooth outer 
surfaces in cylindrical form with in- 
clined elevations or ribs on the inner 
surfaces against which a sliding nut 
may act producing the expansion of the 
shell, and making a secure fastening. 





Isaac Church Co.’s Expansion Shield in 
Cross Section 

Referring to the illustration the 
conical nut, forced up the acutely in- 
clined ribs by the machine-threaded 
bolt of standard pitch, expands the 
shell to a rigidity, which according to 
the makers, insures against the tensile 
strength of the bolt. The designers of 
the shield say that in using the method 
of construction embodied in the new 
type, it is possible to produce a shield 
light in weight, yet capable of great 
expansive force and holding qualities. 

Tests by the manufacturer are said 
to show surprising resistance to vibra- 
tory strain and sufficient shield resist- 
ance to counteract bolt strength. This 
was confirmed later by tests conducted 
in Columbia University. 


Reading matter continued on page 66 
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Plymouth Issues Booklet 


Retail dealers may be supplied with 
a newly published booklet, “Plymouth 
Rope for Work and Play,” distributed 
by the Plymouth Cordage Co., North 
Plymouth, Mass. As a part of their 
window display service this company 
supplies this booklet in quantities. It 
is of an instructive nature, setting 
forth all the common uses of rope, 
whether in pulling stumps or making 
swings for the children. The various 
knots, splices and rope riggings are 
illustrated and explained. 








New Parker Catalog 


Charles Parker Co., Meriden, Conn., 
has ready for distribution a catalog on 
Parker Vises, No. 57, together with 
circulars designed to be digtributed 
bearing the jobber’s imprint. Plates 
show Parker vises in complete detail, 
various features appearing in phantom 
drawing. Three-fold circulars are 
provided to enable the salesmen to 
carry something in their soliciting busi- 
ness without undue inconvenience. 


Cooks at Higher Temperature by 
Confining Steam Pressure 


Cooking may be improved, and time, 
labor and fuel economized by using the 
Economy Pressure Cooker, according 
to the Economy Cooker Co., Providence, 
R. I., who manufacture this product. 
The shell of the cooker is made of 
monel metal in three parts. The bot- 
tom is 1/16 in. thick cupped up 9/16 
in., and welded to a shell of monel 
metal 1/32 in, thick. 

A forged ring of the same material 
is welded to the top for reinforcement 
and allows proper thickness for making 
the cover joint, which is beveled ten 
degrees inside and out fitting into a 
groove in the cover with a clearance 
at the bottom. This makes a steam- 
tight joint without a gasket. Handle 


is non-heating, and a safety valve set 
NON HEATING HANOLE 











ADJUSTING NUT 
FOR EMERGENCY 
SAFETY COVER 
SAFETY VALVE 


CAM HOLDING 
INSERT TO 
COOKER COVER 
ALUMINUM IN- 


SERT WiTHCOVER GALE CAR 


POMEL METAL 
MONEL METAL own 
SHELL 


PERFORATED 
PLATE 


Economy Pressure Cooker, Showing Cross- 
Section 

to blow at 20 lb. pressure protects 

against overheating. 

Foods are all more or less saturated, 
and regardless of the heat of the oven 
saturated food only reaches the boiling 
point of water—212 degrees. To in- 
crease the temperature steam pressure 
must be held in. This is what the 
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Wickwire Spencer Steel Corporation 
WORCESTER, MASS. BUFFALO, NEW YORK 


BOSTON » NEW YORK*« PHILADELPHIA - DETROIT: CHICAGO- TULSA-SAN FRANCISCO 


Wire Goods for the discriminating 
hardware trade. 










This heavy line, carefully 
designed and finished, will 


meet the requirements of 
the most exacting buyer. 
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Economy Cooker is said to do.  Dis- 
tillation commences after the boiling 
point is reached. The Economy Cooker 
is said to avoid this loss. Further it 
is claimed for this cooker that it will 
prepare tough cuts of meat in such a 
way as to make them more edible. 


Portable Woodworking Machine 


Several different woodworking opera- 
tions may be performed by a complete 
portable planing mill, which operates on 
any lighting ‘circuit, and may be taken 
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Combination Woodworking Machine 


from bench to bench. In design it is 
light yet substantial. It is built on the 
principle of simplicity, consisting of 
few parts leaving no sensitive mechan- 
ism to get out of order. This machine 
is made by the Hutchinson Manufactur- 
ing Co., Inc., Norristown, Pa. 

According to the makers it cuts like 
a big swing saw, square cuts on long 
pieces, dadoes out shelves and racks, 
routs core boxes, joints, planes, miters, 
and makes boxes and crates. Rip saw 
and jointer operate from one belt at 
the same time and in opposite direc- 
tions enabling two men to work in a 
production circle. The table tilts for 
ripping bevels. 

The machine consists of a %-hp. 
motor, belt, 8-in. crosscut saw, 8-in. 
rip saw boring and mortising attach- 
ment and miter board. It has a 
capacity of two inches hardwood. 


New Micrometer Caliper 


To fulfill the need for an accurate 
micrometer caliper to take measure- 
ments from 2 in. to 6 in., the Brown 
& Sharpe Mfg. Co., Providence, R. I., 
has changed the range of their microm- 

















Brown & Sharpe No. 55 Micrometer 
- Caliper 


eter caliper No. 55 to accommodate 
this demand. 

This range of measurements is ob- 
tained by the four anvils furnished 
with the micrometer. These anvils 
are easily and quickly changed, and 
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are held in place by a knurled nut. One 
anvil is for measurements from 2 in. 
to 8 in., another from 3 in. to 4 in., 
and so on. 

The need for a tool of this range has 
been brought about by the introduction 
of small pistons in the automobile mo- 
tor. This tool is especially useful in 
garages and service stations, where 
small pistons, many under 3 in. in 
diameter, and also the large pistons 
of trucks and tractors require accu- 
rate measurements. It is designed to 
measure all pistons ordinarily met in 
this work. 

The general construction is similar 
to other Brown & Sharpe micrometer 
calipers. The readings may be taken 
easily and quickly. 

The shape of the frame of this 
micrometer is adapted for all-around 
use to allow it to be conveniently han- 
dled. 





Adjustable Sanitary Mop 


Two prominent features of the John- 
son Wedge Mop make it doubly sani- 
tary: it is treated with Rubon and 
has a removable head. The special 
preparation, Rubon, assists in picking 
up the dust and retaining it; the ad- 
justable head makes for convenience in 
removing to wash. The wedge-shaped 
head device is designed to facilitate in 
cleaning corners. With the self-ad- 
justing handle, which permits the flat 





The Johnson Wedge Mop 
head to lie almost parallel with the 
handle, it is possible for the mop to 
reach under very low furniture. This 
handle adjustment, it is said, allows 
the mop to run up and down the door 
and window casings and walls, or along 
beamed ceilings and moldings, always 
with the mop head flat on the surface. 
The makers claim for this product the 
virtue of cleaning wallpaper without 
leaving streaks or rubbing in the dust. 

Handle attachment is strong. The 
shank is made of steel wire, run 
through the handle and clamped fast 
with a malleable iron ring. The John- 
son Wedge brush is manufactured by 
the Rubon Woodfinishing & Products 
Co., Kansas City, Mo. 


Prevents Window Rattle and 
Keeps Burglars Out 


With a view to closer security against 
burglary and to avoid sash rattling, 
an automatic sash lock has been per- 
fected by The Olson Manufacturing 
Corp., Rochester, N. Y. It is marketed 
under the trade name “Omco.” By 
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this appliance the window sash may be 
safely and securely locked in any posi- 
tion, up or down. The lock is especially 
designed to eliminate the menacing 
rattle that accompanies every wind, 
where loose fitting sashes are found. 
The Omco is fastened with one screw 
to the top of the lower sash, and to the 
extreme right of the sash. It may be 
easily and quickly attached by anyone 
following the directions outlined. A 
rubber inset on the face of the lock 
prevents injury to the woodwork. To 
operate it is necessary simply to place 
the hands in the natural position for 








Actual Size Omco Burglar-proof 
ash Lock 


raising or lowering any sash, at the 
same time pressing the little leve 
which releases the lock. At the moment 
you let go both sash are automatically 
locked in that position. 

It is said that an Omco equipped 
window cannot possibly be forced from 
the outside; the greater the pressure 
applied, the tighter it locks. 


Handy Knife Sharpener 


The Lanbush-Fisher Co., Inc., 416 
Broadway, New York City, have placed 
on the market the Milford Knife 
Sharpener. This sharpener consists 
of two corrugated tool steel rollers, 
mounted so that they can be fastened 
on the edge of a kitchen shelf or table 
or any convenient place where it can be 





Method of Using Milford 
Knife Sharpener 


ready for instant use. The illustration 

tells the story. To sharpen the knives,4 
draw blades straight between the rolls. SH 
The life of the sharpener is indefinite. 


A slight turn of the rolls keeps the cut-o,; 


ting edges sharp. These sharpeners are 
mounted on an attractive display card 
which contains screws and directions. 
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Now’s the Time to Sell 
Cyclone Fence to Schools 


Vacation—the ideal time to fence schools! That’s 
the thought we’ve featured in full-page May and 
June advertisements to schools throughout the 
country. Cyclone advertising is sending that mes 
sage to the schools in YOUR community. 

Cyclone Fence is a necessity for all schools —a safety 
first precaution that keeps children within school- 
yard boundaries, away from dangerous street 


traffic. Protects school property from trespassers 
and vandals. 


The logical time to erect school fence is during vaca- 
tion. Then workmen are not bothered by children. 


Less time is required to install the fence and a better 
job is the result. 

Go after this school fence business now; increase 
your summer sales. Community interest is centered 
on schools. The community will approve of having 
Cyclone Fence installed for the welfare of school 
children. Nearly every school needs several hun- 
dred feet of fence. School-sales mean volume busi- 
ness—sales that bring you big profits. 

Send diagram of proposed fencing. We’ll furnish 


estimate of complete cost. Phone, write or wire us 
today. 


CYCLONE FENCE COMPANY? Watkin, °mLivors 


Factories: Waukegan, Ill., Cleveland, O., Fort Worth, Texas 


DISTRICT OFFICES: Eastern Division, New York City 


Mid-Western Division, Waukegan, Cleveland, Detroit 


Southern Division, Atlanta, Ga. 


WESTERN DISTRIBUTORS: Standard Fence Co., Oakland, San Francisco, Los Angeles 


Northwest Fence & Wire Works, 


Portland, Ore. 
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VACUU 


Patented oscillating vacu- 
um chamber covers entire 
surface of the clothes. 

















Four compartment alumi- 
num vacuum chamber, 
Won't rust, corrode or injure 


the clothes. >) 








Power driven swinging 
wringer with guide board 
and tilting drain board. ry 








Copper lined rust proof 
tub. Easily kept clean. 
Ten sheet capacity. 








Exterior tub built of clear 
southern Cypress beautifully 
finished in natural color. The 
wood keeps the water hot. 














Drain faucet with standard 
connection. Tub easily 
drained. 











HE Rightway Vacuum Washer will put 

life in your washing machine sales. 

Every Rightway demonstration is a 
convincing argument for Rightway superi- 
ority that your customers will understand 
and appreciate, that will sell machines. 


For the Rightway is first of all a practical 
machine. Because of its complete applica- 
tion of the vacuum principle it has no equal 
in efficiency. And as there is no agitation 
or handling of the clothes, injury to even 
the most delicate fabric is impossible. 
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WASHER 





Safety release. Protects 
clothes and wringer if clothes 
wrap around roller. Saves 
buttons, 








Handy wringer control 
lever. Starts, stops or rev- 
erses wringer, 











Wringer lock. The Right- 
way wringer is adjustable to 
and locks in any position. 








Conveniently located lever 
for starting and stopping 
washer. 

















All gears are cut steel en- 
closed in iron housings and 
run in oil, making the Right- 
way silent in operation. 


@) 














Steel cover encloses mo- 
tor and drive pulley insuring 
perfect safety. 











The aluminum vacuum chamber and cop- 
per lined cypress tub assure long life. Cut 
steel gears, fitted with watch-like precision 
and running in oil make the Rightway silent 
in operation. It has every convenience and 
every refinement of finish and appearance 
expected in a high-class washer. 


The dealer who secures the exclusive Right- 
way agency has a very decided advantage. 
If there is no Rightway dealer in your town, 
write us at once. 


AMERICAN GAS MACHINE COMPANY 


Albert Lea, Minn. 


New York, N. Y. 

















